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Organization and an exchange of information are the only means to eliminate the un- 
desirable and make the United States a safe place in which to do a credit business 
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SPEED UP YOUR COLLECTIONS! 


These “Aids To Collection” Will Help You— 
Promptly, Efficiently 


Enclosed with your statements these little inserts will act as effective reminders— 
without offense to your customers. 


ee 


il 
Safeg uard Do, YOU REALIZE how the failure to pay 


_ accounts when due affects your credit 


Your Credit piu 


Your current bills should be paid promptly. If 
there is a reason for delay, make immediate explan- 
ation to your creditor. He is entitled to that con- 
sideration. 


Promptness in the payment of your bills is a 
CREDIT BUILDER. 
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se RETAIL CREDIT MEN’S NATIONAL ASSOCIATION 
ORGANIZED FOR THE PROTECTION OF RETAIL MERCHANTS 
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EXECUTIVE OFFICES - . - SAINT LOUIS, MO. 
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Now furnished in two colors 


By buying in large quantities, we can now furnish these inserts at the old price— 
$2.00 per thousand. Special prices on quantities of ten thousand or more. 


Convenient size for enclosure with statements. 





Use These Electros— 
On your letterheads, bills and statements. Cuts below are actual size. 





SQUARE *"": WORLD 


Fifty Cents Fifty Cents Seventy-five Cents One Dollar 


ORDER TODAY FROM NATIONAL OFFICE 


We can also furnish Lapel Emblem Buttons—Twenty-Five Cents Each 
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Just Imagine! 
Would You Employ This Man? 


A man who can cause most of your debtors, no matter how old their accounts, 
to remit promptly, direct to you. 


In addition he agrees to remain in your employ to prevent other accounts from 
getting old and uncollectable. 


He asks for no pay until he has demonstrated his ability and then he asks only for 
$22.50 for all the service he Aas and is to perform. 


Of course, this isan imaginary man. Yet, in effect, that is what we offer you by the 


use of the ‘‘Automatic Collector,’’ and a membership in the United Creditors 
of America. 


So certain are we of what the ‘‘Automatic Collector’’ and a membership in this 
association will do for you, that to members of the Retail Credit Men’s Na- 
tional Association, of which we are fellow-members, we will send the ‘‘Auto- 
matic Collector’ on approval. 


Use it according to the simple instructions. Then, when you have collected 
$120.00 send us only $22.50, covering full cost of the entire service to you. 


Could we make this offer if we did not know what our service will do for you? 
Why delay! There is no risk involved for you. Send in the coupon today. 


No Extra Fees! No Additional Expense! 


All money remitted direct to you. 


Members from —-—7 
Coast to Coast § 


General Offices 
5th floor Woodruff Building, Springfield, Mo. 





A National 


Organization 


COUPON 


United Creditors of America, 
Springfield, Mo. 
Send the ‘“‘Automatic Collector’ and membership card. We will use it according to 


instructions. When we have collected $120.00 we will promptly remit $22.50 covering full cost 
of the Automatic Collector and Membership in your Association. 


Firm Name ——— _ 





Address 
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Read How This New Cable Service 
Speeds Up Handling of Credits 


—— latest improvement in Lamson Service does two things that are of vital importance to 
merchants during 1922. It cuts down operating expenses—it gives customers uniformly quicker 
service. 
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An automatic central desk is the new feature of the improved system. All carriers are dis- 
charged on a fast moving belt, which takes them almost instantly to a receiving shelf in the cen- 
ter within easy reach of the operators on either side. 

Under the usual arrangement, cashiers and authorizers sit on opposite sides of the desk, and 
both pick up their carriers direct from the belt or receiving shelf, the two kinds of carriers being 
designated by colors. Outgoing lines are grouped in the center of the desk so that operators on 
both sides can despatch carriers quickly and easily. 

This new desk speeds up the handling of credits as it does away with the old time relay from 
cashier to authorizer. As shown in the picture the authorizer picks up charge carriers direct 
from the receiving shelf and returns the authorization to the clerk in a jiffy. 

Credit managers are invited to send for complete information about this new desk and its 
many advantages as applied in the modern retail store. 


THE LAMSON COMPANY 
100 BOYLSTON, BOSTON, MASS. 
Offices in principal cities 





eed Protection 


Lamson Improved Service 


Flexibility Economy 
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TEMPUS FUGIT 

Wonderful strides have been made in the 
credit world during the past five years which 
have transformed the Credit Department 
which is up-to-date into a real constructive 
sales-building force. 

The credit manager in this enlightened 
day is, therefore, not only expected to be an 
eicient investigator and to use rare judg- 
ment in avoiding losses, but the added re- 
sponsibility is placed upon him of securing 
all of the desirable business which it is pos- 
sible for the house to obtain. 

Thousands upon thousands of dollars’ 
worth of good business is lost every year by 
the credit man who does not know the sales 
building opportunities which he has. 


SOME SPEED 

National Vice Pres. Ahl of J. L. Hudson 
& Co., Detroit, writes: 

We posted during the month of December 
more than 22% more charge slips than one 
year ago and had all our bills in the Post- 
ofice at 1:10 p.m. and our ledgers balanced 
at 2:03 P.M. on January 3rd, the first business 
day of this month. 

National Director W. T. Snider, Scruggs, 
Vandervoort & Barney D. G. Co., St. Louis, 
says: 

We have absolute daily control of all of 
our figures and for the past eight months our 
bills have been in the mail, each of our 
uinety-six ledgers balanced, and the proven 
figures in the hands of our Auditor on the 
aight of the first of each month. 

For the first time in my twenty years of 
department store accounting, we were able 
to handle the December rush without extra 
expense and with the regular force. This 
past December, we had no commotion or ex- 


tra help, effecting a big savings in this one 
month alone. 


REDUCED FARE FOR CLEVELAND 
CONVENTION 

We are pleased to announce the Central 

mger Association has granted our 

‘pplication for reduced fare to our Cleve- 

Convention June 12-13-14-15. All 

telegates and their families will be en- 


titled to a rate of Fare and one ha:f for 
the round trip. 


EDITORIAL 


WHAT DO YOU SAY? 

Members are invited to answer these ques- 
tions, so that others may benefit from your 
experience and the information be compiled 
at your national office. In publishing an- 
swers no names will be given. 

Question—Does the fact of having a 
charge account cause a customer to purchase 
the majority of his or her needs at that par- 
ticular store in preference to other stores 
where they have no account? 

Question —What is the percentage of cost 
of operating your credit department, includ- 
ing bookkeeping of accounts receivable and 
salaries of department executives. (State 
kind of business in answer.) 


A STRONG ENDORSEMENT 
The following letter was received from the 
American Medical & Dental Association. 
January 23, 1922. 
The Retail Credit Men’s Nat’l Ass’n, 
Nat’l Bank of Commerce Bldg., 
St. Louis, Mo. 
Attention D. J. Woodlock. 
Gentlemen: 

During the latter part of December we 
received the Membership Roster of the Na- 
tional Ass’n, and proceeded at once to try 
out the various branches as an assistance to- 
ward collections and have found better re- 
sults than any similar forwarder’s list we 
have ever used. 

We appreciate this very much. The col- 
lectors affiliated with the Association seem to 
be of a better type and the local Associa- 
tions have given us already a great deal of 
very good information that will no doubt 
turn into money in the future. 

We have decided to use your Roster in 
place of the regular forwarding lists which 
we have used and will appreciate a copy of 
the new list as soon as it is issued. 

Thanking you for a copy of the same, we 
are 

Yours very truly, 
The American Medical and Dental Ass’n, 
By C. N. Hoover. 
General Manager. 


Get the people from whom you buy office 
supplies to advertise in the Credit World. 


SMALL ITEMS IN CREDIT METHODS 


In this column each month will be found 
many apparently small items that have meant 
savings of thousands of dollars to some of 
our members. 


The Credit Department of Joseph Horne 
Co., Pittsburgh, F. Blackstone, Credit Man- 
ager, has one clerk employed almost exclu- 
sively in answering telephone and letter ref- 
erence inquiries. In Deceinber, 1921, she an- 
swered 1736 telephone references and 555 
mail inquiries. This ‘ore uses the credit ref- 
erence form recommended by the Credit 
Methods Comittee at the Houston Conven- 
tion. 





Bonwit, Teller & Co., New York City, Mr. 
Travis, Credit Manager, use the multiple 
name card index, 18 to 20 names per card. 
It is multigraphed on a fine grade of card- 
board and the results are excellent. 





Another New York Store is using a simi- 
lar card with a less number of names on 
it for Index Authorizing and is much 
pleased with its operation. 


A Pittsburgh Store is using a canary col- 
ored billhead and statement for accounts 
that are closed, suspended or placed for col- 
lection. 





The Bank Reference Inquiry Form recom- 
mended by the Credit Dept. Methods Com- 
mittee at Houston, was highly commended by 
Mr. E. M. Seibert, Vice Pres. of the Bank 
of Pittsburgh and many other Bankers. 





Rudge & Guenzel Co., Lincoln, Nebr., E. 
W. Nelson, Credit Mgr., sends a Coin Card 
with all statements of less than $1.00. These 
make the mailing of coin an easy matter and 
help clean up those “pesky” old balances 
that are neglected because they are small. 


Service Division—A dependable Reporting 
Agency or Bureau is the right hand of the 
Credit Man—Back up your bureau or 
agency and don’t expect something for noth- 
ing. 





j 
$ 
4 
3 
4 


-- Seen ee 


ae eee tt ren 


Pier <a ao EO 





The Credit Worlg 





STANDING FEBRUARY 1, 1922 


Southwestern District (Adolf Grasso) 
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SECTIONAL REPORT ON BUSINESs 


The 





, . . Texas 6 50 CONDITIONS 
First column shows gains since Jan. 1, 
1922; second column, since August 1, 1921. Oklahoma 6 - New England: New England anticipates 
Arizona 0 general improvement as unemployment jp 
Northeastern District (J. M. Connolly) New Mexico 0 0 local industries decreases. Merchants woul (¢: 
New York 0 29 ~ 12 $3 welcome lower prices but as a rule are ey. 
Vermont 0 6 pecting a stiffening of prices with a slight 
Connecticut 0 3 Midwestern District (C. M. Reed) drop in certain lines, with prices maintained 
Massachusetts 0 0 Nebraska 24 88 on standard, advertised brands of merchan. | 
Maine 0 0 Colorado 4 18 dise. 
New Hampshire 0 0 Kansas 0 16 Middle Atlantic States: Retailers gep. 
Rhode Island 2. 5 Wyoming =n __! erally look forward to a gradual improve- 
0 43 28 122 ment for next year, with a decided turn jp 
a Remember new members are the Lubricant business late — summer and very grm 
Eastern District (J. R. Hewitt) that keeps the National Machine in opera- activity for fall with the end of the retrench- 
Pennsylvania 4 16 tion. There are 550,000 Retailers in the coun- —— period. They look for a gradual de- 
Maryland 1 15 try, we have only two per cent in our Asso- Cine nies the Ceenwent qrend be Ga 
Virginia 0 + ciation. Don’t wait until a month before our by the manufacturers, ee he 
West Virginia 0 + convention to start. Do it now, a little ef- Southern States: The South is divided as ‘3 
Delaware 1 1 fort will double our membership, but each Ge coe outlock. Richmond and New j 
New Jersey 0 0 of you must do your share. Back up Presi- Oricans _ i a on a fave. 
Dist. of Columbia 0 0 dent Nelson and make his administration suc- alte pring, with larger sales in the fall, as | 
<a = watd do also Louisville, Atlanta and Birmingham, | 
The South on the whole expects a decline in [ree 














a! . . eeMae 4 i _ Prices. 
Central District (D. W. Ahl) Rims iy eines oe — cout Central States: General improvement in 
Missouri 8 49 7 ‘ ~ one ae retail business is expected in the Middl 
Ohio 1 43 Ohio—Toledo, February 23. w ‘th th : f ny a . 
Michi s 2 Mid-West—Des Moines, April 24-25. West with the exception of the city “ Cleve. 
Miuichigan 9 42 me . . ‘ ‘ land, where very slow recovery is antici- 
helen 3 15 Wisconsin—Milwaukee, April 24. Sites . ae V 
ane . California—Fresno, May 9, 10, 11. pated, depending largely upon conditions in 
. North-West—Seattle, May 15, 16. the steel and textile industries. Grand ae 
Canada 0 1 Rapids reports great activity in the furniture is bas 
42 159 The National Directors will meet at Cleve- factories which augurs well for confidence J ¢ 1, 
land, February 20-22. The Credit Depart- in a general business revival throughout the ec 
Wevthern District (Meciian Leena) ment Methods Committee will meet at Cleve- country. The feeling is that prices are grad- we al 
si ms land, February 17-18. All members are in- ually being stabilized. The close of 1922 Ohio 
a i¢ she vited to send us suggestions or write regard- should see prices somewhat lower than the) aiahl 
s moped 0 " ing matters to be taken up at these meetings. are today. “Bi 
eed Da ota 1 > ; The West: In the West 1922 looks favor- brask 
; ort Dakota . 0 1 — Food for Thought— able but the first few months are expected State 
Visconsin dik t Do — realize that as — cent of our be slow, with improvement toward the end . 
15 73 entire membership is in the following ten  o¢ the spring. Reduction of freight rates is ‘thes 
—— considered an important factor in the West, divity 
1. Tenness 1105 7. oof : 4 
Southern District (Robt. Lienhard) ‘ aio - a ved = — where the belief is that lower transportation H.0 
ae «. Wasnington ms charges will stimulate manufacturing and +e 
L : : - tivitic 
oulsiana 0 17 3. Missouri 1001 ala buying bind 
Sennessee ” - +. Minnesota 532 410 “ Pacific Coast: The Pacific Coast expects z 
Florida 8 11 5. District of Columbia 80 a * exceptional business in the fall of 1922, bas- po 
Mississippi 4 4 6. Ohio ss sm * * a B« 
si ; ‘ . ing its confidence on hope of large crops an —_ 
seaatie : 7 7. Oklahoma 381 3.31 on the belief that unemployment will then notify 
2 26 « am “ae 7 
wd 7 ; 8. Colorado 163 3.02 have been eliminated. Washington and Ore- State 
Arkansas 0 1 9. Nebraska 230 m_a* * ao : . ; d 
init iiiiiiiies 9 : gon anticipate light spring and summer trade chane 
L _ ak ° 999 “ “ ° =" . es 
ag “Hae . : 10. South Dakota 992.92 because of inactivity in mining and of low lee 
ice ° > prices of agricultural products. Heavy de ond 
° cine canine 4849 mand for lumber in Washington and te- , 
5 Th 4 A gp Wt 
26 55 The second column indicates the percent- jewal of mining operations are expected 00 Bink; 
age of members as compared with total num- she North Coast. Stores reporting from these “<A 
° . . ° 5 P g , Gray 
Western District (J. W. Lewis) ber of retailers in the State. sections look for a gradual decline of prices heme. 
Californi ae ieee : as wages and freight rates are adjusted. 
ae ; ™ DENVER WANTS 1925 CONVENTION . . ’ 
i : : The Board of Directors of the Denver As- Ane 
an .—" sociation are expecting to bring the 1925 con- POSITIONS WANTED 


vention of the R. C. M. N. A. to Denver. 
This is a long time ahead, but Denver be- 
lieves in giving fair warning to other cities 


The National Office has confidential infor- 
mation that several high grade credit met 


Northwestern District (R. W. Watson) at present employed will consider a change. = 





Washington 8 45 who might be ambitious to entertain the These are exceptionally well trained men wh 
Montana 20 26 Credit Men and recall that for the past four have been with their present firms for maty 
Oregon 0 7 years Minneapolis has been wearing stream- years. Members knowing of openings should 
Idaho 0 1 ers advertising the fact they want the 1924 notify D. J. Woodlock, Executive Secreta", 
ie : “79 convention. St. Louis. — 
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Nebraska Accepts Ohio’s 
Challenge 














H. O. WRENN 
State Chairman for Nebraska 


W: notice in the January number of 
the Credit World, a photograph of 


our old fried “Bill” Gray. We admit “Bill” 
is handsome, and we admit that New York, 
St. Louis, and Memphis may be at the time of 
the convention, in the “also ran” class, but 
we also believe that our friend “Bill” and his 
Ohio comrades will also join that great as- 
semblage of “also rans.” 

“Bill’s” picture was good, but then, Ne- 
braska can even beat Ohio when it comes to 
State Chairmen. (See display.) We have 
in this country a very diminutive bird, but 
what it lacks in size, it makes up in ac- 
tivity. We, in Nebraska, have a “Wrenn,” 
H.0. While not so diminutive, still his ac- 
tivities compare favorably with the little 
bird, whenever it is to go after something 
that is worth while. He believes the trophies 
offered by the Retail Credit Men’s National 
Association are worth while, therefore, we 
notify “Bill” Gray and all the rest of those 
State Chairmen who think they have a 
chance, to devote their entire time to going 
after that much sought for and desired sec- 
ond place, for Nebraska will surely lead. 

When the picture was taken, Wrenn was 
thinking how badly fooled our friend “Bill” 
Gray will be in the middle of the month of 
June. 

Yours truly, 
Assoclarep RerTart Crepir Bureau & CREDIT 
MEN. 


Per Jas. W. Metcalfe, Sec’y. 


Get a copy of the new 
Roster—Price one 
dollar 





A LETTER ABOUT CONVENTIONS 


Wm. Loewi, Mgr. Retailers’ Credit Assn., 
San Francisco 


To the Editor of the Credit World :— 


Dear Sir:— 


I notice that the next National Convention 
will be held on June 12th to 15th. 


I was fortunate enough to have attended 
the Convention last August in Houston and 
came away with a few thoughts, two of which 
I feel had better be expressed at this time. 

My first thought was as to the great good 
that such conventions must have upon the 
credit men of the country. It offers the pos- 
sibility of welding together, so to speak, the 
credit grantors of the country in one har- 
monious whole and the effect of this should 
be wonderful. 

My second thought was one of rather con- 
structive criticism. 

I found that the convention consisted 
chiefly of set talks on certain subjects. 

These talks were all entertaining, very in- 
teresting as well as educational it is true, 
but there was little time given for discussion 
of these papers. 

After all the greatest good that one can 
get from meetings of this sort is derived 
from a frank discussion of the papers. The 
opportunity for this was lacking. 

The credit men who journeyed to this con- 
vention were unable to voice their opinions; 
they were, in a way, lectured to. 

I respectfully submit that this is a wrong 
procedure. 

The group meetings, it is true, gave some 
chance for individual expression. The Con- 
vention, itself, in my opinion, should be an 
enlarged Group meeting. Delegates are cer- 
tainly interested in every phase of the credit 
situation and should have the benefit of the 
discussions on every phase thereof. 

For instance, there was a report read by 
the chairman of the committee on Bankruptcy. 
I went to the convention ready to submit for 
its consideration an amendment to this act. 
Upon the conclusion of the reading of the 
report, it was at once accepted as read and 
there was no opportunity of voicing my ideas. 

I am quite sure that many other delegates 
would have brought up ideas on other sub- 
jects to the enlightenment of and the final 
good of the credit men present had they 
been allowed the opportunity of doing so. 

Let us all pull together and make the next 
convention one of real accomplishment. 

Very respectfully, 
Wm. Loewi. 


Editor’s Note: President Nelson is working 
hard to make the Cleveland Convention a 
Democratic one. Every delegate will get a 
chance to talk if he desires and there will 
be no long set speeches or papers. 


B. BLANKENSHIP 


Years ago when your Secretary was han- 
dling credits he “fell” for a mail order from 
B. Blankenship, Louisa, Ky., and later 
charged the account to profit and loss with 
emphasis on the loss. 


This party’s name was published broad- 
cast and the Wholesalers Association tried 
to get action for using the mails to defraud. 

Only a month ago one of our members in 
Cleveland was stung on a mail order to the 
tune of $61.79. 


Put a card in your files and if you get any 
mail orders from this party send them with 
the original envelope in which it was mailed 
to your national office. 


NELSON ELECTED OFFICER OF 
RUDGE & GUENZEL CO. 


At the annual meeting of the stockholders 
of the Rudge & Guenzel company held Mon- 
day morning, C. S. Guenzel was elected a 
member of the board of directors, filling the 
place made vacant by the death of Charles 
H. Rudge. The board now consists of C. J. 
Guenzel, C. S. Guenzel and S. A. Sanderson. 
All of the stock of the corporation was rep- 
resented at the meeting except five shares. 


Following the meeting of the stockholders 
the directors elected C. J. Guenzel, president, 
S. A. Sanderson, first vice president, C. S. 
Guenzel second vice president, E. W. Nel- 
son, secretary and treasurer and E. U. Guen- 
zel assistant secretary. 


President Guenzel stated that while the 
past year had not been the best in the his- 
tory of the company, considering prevailing 
conditions it had been a very satisfactory one. 


A SOUTHERN MEMBER SAVES MONEY 
A Southern member writes: 


“One of the members of our Local Credit 
Association came to my store a few days 
ago and showed me a sale they had made 
to a lady who is wintering here, who made 
a purchase of merchandise to be delivered 
the next morning and to be charged. Having 
no charge account in the city, she gave ad- 
dress as St. Paul, Minn. The party took my 
suggestion and wired St. Paul about five in 
the evening and he had an answer by ten 
the next morning, saying, “Do not extend 
credit, very unfavorable, letter follows.” The 
letter came forty-eight hours later, stating 
that the party was in the habit of visiting 
different cities and buying as much as she 
could on an open account and never paying. 

Through this good information the firm 
saved on the first charge $150.00, and no tell- 
ing how much to follow. This goes to show 
that it pays to take all the precaution that 
one can in making charges. Some firms give 
the credit, and then wire afterwards. I only 
wish every merchant here would join the 
National and get all these benefits.” 
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THE CALL 





Remember when war was declared and the call to arms resounded 
through the land, what was it that made the World stand in AWE and 
the Central Powers et weak in the knees?—It was the sight of you and 
me and millions of other Free Born American Citizens, goin}, willingly, 
gladly, yes even crowding into the Reistration Booths to offer our- 
selves and all we held dear to make the world safe for Democracy. 


Now comes another CALL to YOU as a Credit Granter to make 
the United States a safe place in which to do a Credit Business.——Not a 
War of Bloodshed, Poison Gas, Shriekin?, Shell and Glistenin3, Sabre, 
but one of Brotherly Love, Fraternity, and Self-Protection, to rid us of 
the Undesirable and promote prompt payments. 


Will you answer the CALL? 


The Time Is Now! 


and all it means is 30in%, out and securing at least one new MEMBER. 


The reason for the CALL is 1500 Cancellations since August 1st, 
larZely because of conservation upon the part of many Retailers—‘‘Penny 
Wise and Pound Foolish’ conservation. When business is Bad the 
Retailer should be a very active unit in his Credit Men’s Association, 
both Local and National, but regardless of the Reason, will you answer 
the CALL? Will you support Nelson, and Price and Ahl and Woodlock 
and your Board of Directors? Will you help them say at the Cleveland 
Convention “Regardless of the large number of resignations we have not 
gone back, but Forward”? We have never in our 9 years gone back, and 
we will not do it now, Will WE? Iam talkin? to you, MR. READER, 


not the other fellow. 


One New Member from each present member is such a little 
thing, YET it means 10,000 if everyone does his sharee DO YOURS 
TODAY! 


D. J. WOODLOCK. 
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Both Sides of the Credit Reference 
Clearance Problem 


By Wm. Sherman Rauch 


President of the Credit Reporting Company, Newark, New Jersey 


HEN requested to prepare an article 
W:.. the Credit World on the problem 
of Direct or Indirect Credit Reference Clear- 
ances I fully recognized the size of the job 
assigned me and the work it would require 
to get together tangible data in the way of 
actual records and facts to treat this im- 
portant subject in a fair and intelligent man- 
ner and to make an analysis giving the facts 
and a clear understanding of the whole prob- 
lem. 

This problem has many important factors 
to be dealt with that are not generally under- 
stood, neither have they been properly exe- 
cuted by most of the Credit Men and Credit 
Grantors or by the Mercantile Agencies, 
Credit Associations and Bureaus. 

The granting of retail credit is no longer 
an unavoidable necessary evil or a mere 
chance, but an essential and one of the most 
important factors in commerce and trade. 
Old customs, methods and ideas that were 
once good enough and seemed to answer all 
the purposes desired are now obsolete, worn 
out and in many respects are only a memory 
of the past when credit in the retail trade 
was frowned upon. Circumstances and con- 
ditions have changed and credit methods 
have been improved upon and must be still 
further improved on and broadened out to 
make safe and meet all new conditions in 
the ever growing retail credit field. 


Co-operation and safety in credits is the 
keynote of our Association. ‘This can be 
tilarged on and built up to greater ideals 
of efficiency by the adoption of new plans, 
tew ideas and better methods. 

The direct clearance of references between 
member and member, or merchant and mer- 
chant is not the acme of co-operation for 
credit purposes. It is only a very small part 
of the full force of co-operation. In fact it 
s nothing strikingly new or different from 
customs that existed almost since trade and 
tredit became a part of the world. It has 
always been a courtesy that a merchant owed 
the Customer, who referred to him, and a 
mark of respect and duty one merchant owes 
to the other merchant. 


The full force co-operation in credit grant- 


ing consists in one member or merchant, upon 
a single inquiry, receiving all the good and 
derogatory information through an efficiently 
organized and operating Agency or Bureau 
and that this same member or merchant 
clears all his credit experience information 
through a central bureau and by giving 
promptly full ledger experience information 
on persons who referred to him. When he 
is asked to he promptly gives the full his- 
tory—when he receives he gets the same in- 
formation, but from all other credit grantors. 
This is co-operation in credits in its fullest 
sense. ‘This does away with all petty prej- 
udice and jealousy, or the feeling of going 
easy with an old customer who fell by the 
wayside but was unfortunate and could not 
pay, but who nevertheless is making good 
progress in hanging up other creditors. This 
co-operation can only be maintained when 
it is between creditor and exchange and not 
only between creditor and creditor. 


The Retail Credit Men’s National Asso- 
ciation was organized at Spokane ten years 
ago with this very purpose in mind which, 
however, did not develop in the beginning 
as it had been expected. The action at the 
Houston Convention thoroughly solved this 
problem by making the Credit Service Ex- 
change the successor to all other agencies, 
credit rating associations and clearance bu- 
reaus, thereby making them co-partners of 
the Retail Credit Men’s National Associa- 
tion. There should be no earthly reason why 
a credit service next to perfection should not 
be fully developed. Here’s the way it should 
operate:—the credit grantors on one side of 
the conference table pledged to fully co- 
operate and willing to do their part for a 
real credit service and the Credit Service 
Exchange on the other side of the table with 
the facts and responsibilities that the ex- 
change must assume on so vital a factor to 
the interest of the credit grantor that it is 
up to them to put across and do the work in 
a thoroughly practical and scientific manner 
to meet every requisite of the credit grantor 
or he must get down and quit so that some 
other organization can deliver the goods. 


A much greater degree of co-operation is 


manifest between Credit 


and 
Credit Men and Credit Grantors than there 


Exchanges 
is between Credit Grantor and Credit 
Grantor in procuring credit or ledger in- 
formation and especially so when that most 
important information of all is showing that 
losses, frauds or trickery have been put over 
on the creditor. 


Many wild statements have been made 
concerning the very large or small percentage 
of derogatory information that shows up 
when credit references are cleared through 
a central bureau. So believing “the proof 
of the pudding is the eating thereof” I or- 
dered that an analysis be made of the next 
one thousand credit clearances that were sent 
through our office. Here are the figures that 
tell the story of the value of references as 
they would show up when cleared between 
credit man and credit grantor — 

929 — Clearances showed satisfactory ac- 
counts with pay habits of good, fair, 
prompt and satisfactory. 


22 — Clearances showed no account. 

16 — Clearances showed slow to very 
slow pay but satisfactory accounts. 

3 — Clearances showed accounts closed— 
too slow. 


An analysis of this shows over 98% of the 
Credit References cleared were reported 
good, which bears out the contention that no 
one will give a reference where the account 
is not kept good or credit high. About 142% 
were reported slow to very slow but good, 
while less than % of 1% showed poor credit. 
This shows in a practical way what the credit 
grantor gets who relies on Direct Reference 
Clearances. 


Further analysis of this one thousand 
Credit Reference Clearances passing through 
the central bureau and being checked with 
records on file only of a derogatory char- 
acter, brings out the following astonishing 
facts :— 
409—showed highest credit $4.00 to $30.00 
experience from first charge to six 
months. 

363—showed highest credit $5.00 to $500.00 
experience from first 
months. 


charge to six 


} 
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119—-showed highest credit $12.00 to $400.00 
experience from one to five years. 
87—showed highest credit $10.00 to $2000.00 
experience from one year to old ac- 
count and up to 20 years. 
22—reported no account. 
On these thousand clearances the office rec- 
ords showed derogatory information of some 
sort or other on 32% or 320 customers, which 
is analyzed as follows:— ss 
92—claims left for collection 
81—had suits against them 
45—had suits and judgments against them 
43—accounts closed—too slow 
26—had two or more judgments against them 
9—were borrowers from loan societies 
11—bad check artists 
6—held to cash 
4—chattel mortgaged 
2—habitually disputes bills 
1—makes unjust claims—account closed. 
Time did not permit to keep a record of the 
additional ratings that were automatically 
furnished on this thousand clearances. 


This analysis, however, brings out the 
sound facts in the case and clearly shows 
how little value direct credit references bear 
to the great value of derogatory information 
brought out of the files of the central bureau. 
These results in a credit service, however, 
can only be obtained through a thoroughly 
efficient and scientifically conducted Credit 
Service Exchange, which must have the full- 
est co-operation and commercial support of 
the credit men and credit grantors. Unless 
these two factors work together with but one 
purpose to accomplish the local Association 
or the Exchange will never acquire the high 
efficiency needed for the granting of retail 
credit safely. 

There is no doubt in the wisdom that there 
should be no more than one Retail Credit 
Men’s Association and but one Credit Serv- 
ice Exchange for the clearance of credit ref- 
erence in any one town or city to acquire 
100% efficiency with the minimum of effort 
and expense. This, however, does not apply 
to agencies furnishing a regular mercantile 
reporting service of Antecedents, Resources, 
etc. Their functions are thoroughly estab- 
lished and will always operate in their sev- 
eral capacities, trades and classes. The re- 
tail credit grantor must, for his own protec- 
tion and presperity, have their services. 

The clearance of Credit References only 
will never serve the full requisites of the 
credit grantor. They are only a small part 
of the essentials required by the conservative 
and awake credit grantors to keep the ship 
of trust out of shoal waters and from strik- 
ing the rocks. The Agency, Bureau or Ex- 
change only rendering one of these services 
should get busy at once and install the miss- 
ing branch and bring his organization and 
service up to the standard the credit grantor 
requires. Retail credit just through recent 
years has become such a wonderful part of 
our commerce that a credit service that will 
promote and protect it is essential. If not 
forthcoming from those organizations now 





existing it will soonor or later be the sur- 
vival of. the fittest. 

The question is asked how can this mecca 
of perfection be accomplished. The answer 
is that every Credit Service Exchange, 
Agency or Bureau must adopt the best sys- 
tem developed and universally adopt it 
as the standard rule and guide where in all 
forms, blanks, office records, system and 
methods will be practically the same in one 
city as in another and an interchange of 
fees between agencies for properly handling 
any part of the business, be it a special re- 
port with Antecedents, Resources and Trade 
Experiences or a Credit Reference Clearance. 

This should be no serious task to perform 
as the objects to be accomplished are prac- 
tically the same all over the country. Credit 
is a trust the same as lending money and the 
credit grantor must have facts before he 
lends his or his boss’s money out in mer- 
chandise. 

The two fundamental essentials for an effi- 
cient service for the clearance of Credit Ref- 
erences are as follows. First—the bureau or 
exchange must be thoroughly organized on 
broad lines of efficiency and operated on mod- 
ern methods, which will insure a service that 
through the gathering of all manner of de- 
rogatory information from all conceivable 
sources of information recorded, and so filed 
that all this and 
brought to the surface instantly on inquiry 
and that all the concealed or hidden infor- 
mation obtainable through revision of old 
references and reciprocal information from 
merchants who have cleared through the Ex- 
change is made available. This class of in- 
formation is more vital for the safety in 
credits than any number of selected refer- 


information is drawn 


ences. 

Second—it is just as important that the 
credit man and credit grantor affiliated with 
their local Associations on whom references 
are given should agree to answer all refer- 
ences promptly and fully and should give 
definite information as to—how long sold— 
highest credit—average credit—amount then 
owing and how long past due—date of last 
sale—if closed account, amount owing, why 
closed. The pay habits should be definite such 
as 10 to 30 days—pays in 60 to 90 days— 
take 4 months or over—pays as agreed— 
whether the account is unsatisfactory or 
otherwise. This information shall also des- 
ignate whether it is an open account—install- 
ment or lease account—whether active or in- 
active. The abuses in trade should also be 
designated, such as returning goods unjustly 
—excessive returns— makes unfair claims— 
disputes bills, etc. 

The information given by credit men and 
credit grantors too frequently is vague, un- 
reliable and worthless such as “O.K.” “sat- 
isfactory,” “old account good,” $50. to $60. 
prompt,” etc., etc. inefhi- 
ciency of service can be much easier over- 
come by an efficient Exchange constantly on 
the job than they can be through direct 
clearances. 


These evils and 
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Direct Clearance of all Credit References 
means very little in value and it is very 
hazardous. The direct clearance of local 
references is a waste of time, duplication of 
work, inefficiency and unnecessarily increased 
expense at both ends. References are only 
given on such houses where credit has bees 
kept good, while quite a number of refer. 
ences are also given by prospective customers 
on houses with whom they have never had 
an account, with the supposition that refer. 
ences are mostly taken as a matter of form 
and that they are not investigated. Some 
credit grantors and even credit men are at 
times guilty of this or are swayed by the 
fine list of prominent houses given for ref. 
erence. In their eagerness to act quickly 
they fail to be referred or make proper in- 
vestigation and when a bad account appears 
they console themselves with the fact that 
they had good references, but for some reason 
or other failed to clear them at the time and 
later when making inquiry learned they never 
had the account. 


Indirect foreign clearance of credit refer- 
ence must be admitted as a little slower than 
direct as they are cleared through the Ex- 
change or Bureau at each end. However, 
there is considerable delay in forwarding 
and answering at the other end which an 
efficient Exchange can gradually overcome, 
This will more than counterbalance the time 
taken to go through the Exchange. 

The question of delay in clearing foreign 
clearances through the Exchange is perhaps 
the only against indirect 
If this were all a fact it is 
not a serious one. 


real argument 
clearances. 
The responsibilities of 
the credit man and credit grantor demand 
specific knowledge and thorough investiga- 
tion of facts and that before there should be 
any willingness to check out credits. It is 
far better to sacrifice a little speed than to 
make losses. If a customer is unreasonable 
and expects a credit man to pass on a new 
case instantly, even sometimes without seeing 
the customer and when the customer does not 
display the least consideration or knowledge 
of business methods, then why should the 
credit man or credit grantor meet such in- 
consistencies? Wouldn’t it be beter to adopt 
a little more of the credit policy of some of 
our large hotels. Frequently a guest will 
notice in his room a neat card that informs 
him that if he expects credit, while a guest 
in the house, he must establish it with the 
credit man before he expects a check to be 
cashed on the eleventh hour of his departure. 
This would be a pretty good sign for many 
business places. There is no reason why the 
credit man and credit grantor should not 
have back-bone enough to cope with these 
unreasonable demands of customers by ¢* 
plaining to them the importance and neces 
sity of establishing their credit before they 
want to take the goods with them. 
Origin of the Indirect System 

The Indirect Clearance of Credit Refer 

ence or clearing through a central bureau 


(Continued on page 20, col. 1.) 
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How To Collect Delinquent Accounts 


By E. B. Heller 


Heller & Livingston Clothing Company, St. Louis 


F I could give a practical and decisive 
] answer to this question, my financial wor- 
ries would be at an end; and I could each 
night “lay me down to sleep” without a 
thought, as to where I would get the three 
meals for the morrow. 


Every Credit Manager who has the col- 
lection department under his jurisdiction, 
has tried to solve this problem and every 
Credit Manager thinks he is now using the 
best scheme of action. Whether the results 
justify the conclusion, each man must de- 
cide for himself. However, we do know this 
question crops up wherever Credit Men are 
assembled; proving that they are not satis- 
fied with results. 

We do know and we all admit that a suc- 
cessful business depends upon the collection 
of the outstanding accounts. You know this 
—but how can it be the best accomplished ? 

Some accounts are uncollectable and there 
are some on our books which we think are 
uncollectable can be converted into cash, by 
simply employing the proper method. The 
first question I would ask—‘HOW TO 
KNOW THE PROPER METHOD”? ‘The 
most reasonable way to gain this knowledge, 
would be, by the art of elimination. 

If the system you are now employing does 
not produce results, discard it. Don’t hang 
on and on, just because at one time it did 
produce results. By all means eliminate 
worn out and exploded methods. Reorganize 
your Collection Department. If it is neces- 
sary burn up all of your old form letters 
and throw away all old rubber stamps (per- 
sonally, | abhor rubber stamps). All letters 
should be properly signed in long hand and 
all notations on statements should either be 
typed or written and signed. All chronic 
“slow pays” know that any clerk in your 
ofice can use a rubber stamp; and are quick 
to realize that the head of the department 
did not send the letter or statement. All cor- 
tespondence with this class of accounts must 
have a personal ring. To obtain results, the 
delinquent must be made to feel that the 
request for settlement comes direct from the 
HEAD OF THE DEPARTMENT, that 
the man who extended the credit knows the 
account has not been paid according to agree- 
ment. 

The Collection Department should be sep- 
arated from the Credit Department to the 
extent that there should be a Collection 
Manager, under the jurisdiction of the Office 
Manager or Credit Manager. Now don’t 


jump at the conclusion that only large stores 
can maintain a collection department. 
Smaller ones can arrange a system, just as 
effective as the larger ones, only on a smaller 
scale, one that will meet their individual re- 
quirements. This can be done even where 
the Bookkeeper is Credit Manager and 
Cashier. 

The Collection Manager to be successful, 
must possess the four attributes that have 
been so often referred to—System—Atten- 
tion to Accounts—Knowledge of the Debtor 
—Persistency. 

Combined with this—there must be a spirit 
of cooperation between the Collection De- 
partment and the Credit Department; and 
before the Collection Department can prop- 
erly function—there must exist an under- 
standing—JUST WHEN AN ACCOUNT IS 
DELINQUENT and ready for the Collection 
Department. 


Personal feelings and opinions of the 
Credit Manager, are, to a marked degree, 
responsible for many accounts becoming de- 
linquent and often uncollectable. Driving 
an account away from the store or the fear 
of doing so, is also quite a factor. This last 
mentioned class of accounts is the curse of 
the credit granting business. Personally— 
the largest account on my books can close 
the account and keep it closed—if they do 
not pay promptly. It will only be a course 
of time before this class will have a like 
experience with all the other stores; and if 
there is any cooperation amongst your fel- 
low Credit Men they will not sell them. A 
man or woman, who must be granted undue 
privilege with your ledger, to retain their 
patronage—may be good buyers—but they 
surely disorganize your Collection Depart- 
ment. 

A Collection Manager cannot be a success 
and cater to the Credit Manager’s pets. 
These pets will ever be a thorn in the breast 
of the collection department. They must be 
taught that extending them a line of credit 
was a favor—a convenience to them; and 
they should be just as eager to return the 
favor by making their payments according 
to the rules of the house. A clever Collec- 
tion Manager, unhampered by the Credit 
Manager, will lead these pets into “the 
straight and narrow path.” 

When is an account delinquent? I pre- 
sume every Credit Manager has his own 
rules and ideas to govern this point. I do 
know, however, that the thirty and sixty day 
rule is a myth. Credit Men preach it—but 


they do not enforce it, and from their point 
of view, it may be well that they do not. It 
is an established fact “that all rules are 
made to be broken.” All rules must be elas- 
tic in their application. Still—I maintain 
that a line must be drawn somewhere—so 
why not at sixty days? Let us analyze this 
point and see if, by applying the sixty day 
rule we do our customers an injustice. Credit 
is sought because it is convenient from three 
or four distinct points. I have made in- 
quiries along this line and here is the re- 
sult of my investigation. 


(a) Some customers do not want to wait 
for parcels or change. (b) Some do not 
know, when they leave home on a shopping 
expedition, to what extent they will make 
their purchases. (c) Some do not find it con- 
venient to pay cash for immediate wants. 

Now surely, the first two can pay in thirty 
days and not later than sixty. The third 
class buying on credit because it is con- 
venient, or to use plain terms—because they 
cannot afford to pay cash—should limit their 
purchases so they can be liquidated in sixty 
days—or not buy at all on credit. 


It is the latter class that is prone to 
overbuy and should be carefully watched 
to prevent such conditions arising. 

If these deductions are correct we find that 
the first two classes should be considered de- 
linquent in 30 days and the third class in 
sixty days. Again, if these deductions are 
correct then the thirty and sixty day limit 
should not be a myth, but a reality. 


It is of course understood that the above 
rules apply in cities and manufacturing com- 
munities not in a farming community. Farm- 
ers, as far back as I can remember, have 
been granted a wider scope, greater priv- 
ileges with our ledgers. It is hard “to teach 
an old dog new tricks.” However, as it ap- 
plies to the farmer, it can be done—so why 
not make the start. The longer it is post- 
poned, the harder it will be to accomplish. 

Some Credit Managers suggest—‘charge 
interest.” I think it must have been a 
They think 
nothing of paying interest. They thrive up- 
on it. They pay interest when they buy their 
farms, they pay interest when they buy farm 
implements and they pay interest when they 
stock their farms. So, charging interest will 
not speed up the day of settlement nor in- 
crease your bank balance to any marked de- 
gree. What is the solution? Why not close 
your agriculturists accounts by notes, after 
sixty or ninety days? 
rule are bankable. 


farmer who invented interest. 


These notes as a 
The advantages to be 
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gained by such procedure are many. It 
gives the merchant additional assets, it saves 
him interest he would necessarily pay for 
borrowed money to carry these accounts, it 
clears his ledger of past due accounts and 
puts the customer in position to buy more 
merchandise. How can this be accomplished ? 
By making a start. Be a little diplomatic with 
your rural debtor, explain to him that you 
need the cash in your business. It makes no 
difference to him, if he owes you or the bank, 
offer to extend the note for a goodly period 
and charge the banking rate of interest. In- 
terest, as I stated, will not frighten him. 
Having disposed of the city man and the 
farmer, it seems convincing to me that all 
accounts are delinquent after sixty days and 
should be passed over to your collection de- 
partment from that date. 


I assume you sent a statement in thirty 
days and again in sixty days. Surely—it is 
now the psychological moment for the col- 
lection department to act. It is not sup- 
posed that the collection department will at 
once threaten suit or become rough, right 
from the start. The logical plan I’d sug- 
gest for the first step would be to send a 
This call 
is mainly for the purpose of ascertaining 
whether or not, there is a change of address. 
The fact that mail has not been returned, 
does not signify that the debtor has not 
moved. He can move and leave a forward- 
ing address. If they have not moved the col- 
A pay- 


collector to ask for a settlement. 


lector will get one of three things. 
ment, a refusal or a promise. If the promise 
is not kept then the debtor, by his own act, 
opens the way for your Collection Depart- 
ment to do and say what they please. 


It is not good business to continually send 
a collector or to. write letter after letter. 
The case looks bad and if the debtor is not 
execution proof, the account is a good one 


for your collection attorney. 


We all advocate “persistency,” but not to 
the extent of sending a collector two or three 
times a week, nor does it mean a letter three 
of four times a month. I would say, as a 
Credit man, it means to follow up closely— 


each step a little stronger. 


In advancing this argument I fully realize 
that Credit Managers will say “it sounds 
good but it can’t be done.” But they do not 
choose their words wisely. They should say 
—‘“it won’t be done.” In isolated cases it is 
done. Installment houses, particularly those 
in the Ready to Wear line, figure on four 
months and in the majority of cases—get it. 
They play very few favorites. If a good 
account goes bad—they are right after it. 
They never say—“if I push this—we will 
lose their patronage.” ‘They get the money 
due and figure on the continued patronage 
later. If more Credit Managers would apply 
this rule, the 30 and 60 day limit would 


soon be a reality. 


Knowing your debtor is very important. 
It is true, sometimes one of our best paying 
accounts will become slow. There is always 
a reason for it and you should know the 
reason. If the debtor is honest with you—he 
will call in response to a letter for an inter- 
view. That interview should convince you 
as to the validity of his claim. It is easy to 
check him up and learn if he is unfortunate 
or stalling. If the former—be lenient, if the 
latter—get busy. 

In the selection of collectors—do not see 
how cheap you can get one—see how good 
you can get them. Have one who knows a 
little more than to ask for a payment. He 
should have confidence enough in himself to 
ask a few questions of the debtor, to enter 
into a conversation with debtor, to ascertain 
why a check is not possible right now—and 
when it will be possible to get it. 


So many collectors approach a debtor as 
if they were afraid of offending. They are 
only asking for that which has long been due 
their employer—so why cringe and crawl? 
Let him put on a bold front, let the debtor 
know that he, the collector, knows all the cir- 
cumstances surrounding the account and that 
he knows it should have been paid a long 
time ago. For this very reason collectors for 
Installment Houses carry a card showing 
when purchase was made and when each 
payment was made and are thus in a posi- 
tion to combat any argument advanced by 
the debtor. 


Just bear this in mind. You cannot col- 
lect the hard ones with kid glove methods 
any more than you can catch flies with vin- 
egar; and it does not require an expert to 
collect from those who pay promptly. Adopt 
this motto—“IF A BIRD CAN SING and 
WON’T SING—MAKE IT SING.” 


LIFE’S MIRROR 


There are loyal hearts, there are spirits 
brave, 
There are souls that are pure and true; 
Then give to the world the best you have 
And the best will come back to you. 


Give love, and love to your life will flow, 
And strength to your utmost need; 

Have faith, and a score of hearts will show 
Their faith in your word and deed. 


Give truth, and your gift will be paid in 
kind, ‘ 
And honor will honor meet; 
And a smile that is sweet will surely find 
A smile that is just as sweet. 


For life is the mirror of king and slave, 
*Tis just what you are and do; 

Then give to the world the best you have 
And the best will come back to you. 


—Madeline S. Bridges. 


——$_. 
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I hereby give notice that 
I will not be responsible for 
any debts hereafter con- 
tracted or incurred by my 


wife, Adele Bloss Monfort. 


. Frederick D. Monfort, 
2 West 34th Street, 
New York City. 
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) Hotel Cleveland 
j 
S° Selected by the Convention Committee as Official Headquarters for the 
Annual Convention June 12-15, 1922 
OR the second time in her history, Cleve- 
it has the pleasurable distinction of 
playing hostess to the members of the RE- 
TAIL CREDIT MEN’S NATIONAL AS- 
SOCIATION who are to hold their annual 
convention in that city this summer. 
The lapse of time has not dulled the 
memories of those who came here in 1917 
and who left with loud praises for the suc- 
cess of the occasion, which praise was due 
: as much to the picturesqueness of the loca- 
SH tion as to the efforts of the convention com- 
mn for . 
ocean mittee. 
e work This year we look for even better things. 
nd cuts In order that the visiting delegates may lack 
ae nothing of creature comforts we have selected 
th HOTEL CLEVELAND as the official 
: —_— 7 : “pe: — or 
older There will be available at reasonable ; Pe ee A) 
aid notice 615 single rooms running from $2.50 to ’ a . a 
r $1.00 $4.00; 155 double rooms at $4.50 to $6.00; and s 73 + a a 
ee quite a number of double rooms with twin - a. ] 
beds at $6.00 to $8.00. In addition there will . F ‘ 
e be the guest rooms of honor for the principal in. 
Co. oficers of the association. 
All the rooms are fully equipped with 
every known modern device to ensure the 
a greatest possible degree of comfort for our MUST pass the display rooms, thus assuring Group Conference Committee, has already 
ee visitors. Baths, either tub or shower; hot the exhibitors a fair return for their money. brought this matter to your attention in the 
a and cold water; in-a-door ventilation and As a matter of fact, the demand for space January CREDIT WORLD. This year, even 
house service, all of which means that your is already heavy, and those who are inter- more than any other, will have difficult prob- 
stay is to be made as comfortable as pos- ested in making reservations should com- lems to solve, and there must be a great deal 
sible. municate with Mr. E. J. Wolfe, clo The of earnest and broad-minded thinking on the 
Convention crowds always take up a lot Kinney & Levan Co., at once. part of everyone. The group conference af- 
of room and unless there is space enough to The suggestion has been made by several fords those within certain lines of business 
accommodate this crowd the results are fre- members that there are items of equipment activity an opportunity to pool their ideas 
quently annoying. The main lobby of the or office service that should be on display, and engage in spirited and fruitful sessions 
few HOTEL CLEVELAND is light, airy and spa- other than the regular line of billleg and of discussion and interchange of thought. 
cious, and the corridor in front of the desk book-keeping machines, typewriters, etc., but We don’t want to tell you (YET) what 
and the elevators is likewise roomy and com- that the distributors did not know whether $ being prepared for your amusement and 
fortable. they would be of interest to the visitors. If for the satisfaction of the inner man—that 
The main ball-room, or convention hall, You know of such an item tell the salesman wil er later. Remember, however, that 
measures 40 feet wide by 105 feet long. En- Who calls - 7 to write Mr. Wolfe for Peas re rs supposed to be tighter than 0 
— trance to this hall is through the two smaller further particulars. We want this part of sprapecancdicinaaesdlctdeeaniaian 
asembly rooms located on each side and the convention to be a complete success, not The HOTEL CLEVELAND will mail to 
tach measuring 28 by 35 feet. Ample seat- Bly to those who spend their good money each one of you within reasonable time a 
ing accommodation will be had for the main or display space, but also for the delegates registration card for your reservation of ac- 
meetings of the convention. Two other very 28 Well, who will have an opportunity to see commodations. Please arrange your vaca- 
that int poles ave alee aovered by this pie many of the things that go to make an up-to- tions accordingly, and tell the hotel you are 
» for rangement. scratch office that might not otherwise come coming and will be there Sunday night so 
con- a to their attention. that you can be on the job bright and early 
my tued s ee ies : te Th in ’ — , Monday morning at nine o’clock when the 
pace for the display of their equip e other important point referred to is Ghiets thes ber On. 
fort. ment have complained in times past that they that of meeting space for the various group : 
rt, tither did not have enough room, or what conferences. There will be plenty of room for Yours for a fifteen hundred reservation. 
‘om was to be had was not fairly appor- all—the next thing to do is to say you will PUBLICITY COMMITTEE 
tioned because of the location of the display come and partake in the activities of some F. W. Walter, Chairman, 
‘pace. This difficulty will be done away particular conference. 405 Chamber of Commerce, 








with, All those who attend the meetings Mr. E. B. Heller, chairman of the General Cleveland, Ohio. 
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A call should come today for a man to 


Supposing ~ “Carry a Message to Garcia!” 
Would Not Many Thousands Quickly Respond? 








. °° hrough e ion 
Our National Association Needs 1,000 Men irene ioe es ean 


sage to credit men and merchants, who should become members of our Association, 
for all the good we can accord them and the help they can render to us. 


The President of our National Association is calling today for volunteers, as 
did President McKinley in April, 1898, when our country needed a real man to 
carry to General Garcia, through the difficult and hostile country, his plans for the 
co-operation of the Cuban Insurgent Forces with our Army of Invasion. Lt. 
Rowan delivered the President’s message, perfected the desired arrangements, and 
promptly returned to the American lines, with valuable maps and information. 


The serious slump of the past months in our membership growth and activ- 
ity, and the very short time remaining for obtaining 4,551 new members before the 
Cleveland Convention, requires the very active and hearty assistance of at the 


very least 
1,000 Volunteers 


If you, Dear Reader, and Fellow Worker, have the spirit of Lt. Andy Rowan, 
of 1898, please demonstrate it by immediately notifying General Membership Chair- 
man Woodlock that you are “on duty,” prepared to serve wherever you can be 
most helpful in promoting our membership campaign. 


Begin doing some active membership work today, without waiting for any- 
body, and keep it up until May 31. Credit will be given to individual workers or 
to associations, as desired, for all new members sent in. 


With only 1.4% of the retail merchants of the nation in our National As- 
sociation, you can see that the possibilities for membership have barely been 
scratched. The opportunities for wonderful growth are most encouraging. Let us 
all get into this membership campaign with all the pep and personal interest we 


possess. 


E. W. NELSON, PRESIDENT 
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Organizing and Operating a Retail Merchants’ 


Association 
By Adolf Grasso 


Secretary San Antonio Retail Merchants’ Association, San Antonio, Texas 


HE Retail Merchants’ Association of 
: pe Antonio was organized in 1903 for 
the purpose of promoting and protecting the 
interests of the retail trade in all lines. The 
association was re-organized and _ incor- 
porated in 1907. It closely co-operates with 
the Retail Merchants’ Association of Texas, 
National Retail Credit Men’s Association, 
National Retail Grocers’ Association and 
several other national retail associations. 
The San Antonio Association is one of the 
largest of its kind in the United States, with 
amembership at the present time of more 
than one thousand. 


As the association grew in membership, it 
gained in importance. Its influence is being 
felt everywhere as a benefit to trade and 
credit conditions. Its credit rating and in- 
formation bureau is recognized by everyone, 
customer as well as merchant, credit seeker 
as well as credit grantor. It helps the honest 
man to secure a line of credit and it protects 
the merchant against the man who will not 
pay his bills. Merchants would no longer 
do without it than they would without a tele- 
phone or electric light system. The customer 
finds it most convenient in the matter of ob- 
taining credit, as he is no longer required to 
produce letters of recommendation or re- 
ceipted bills from other merchants in order 
to open up a new account; it helps the poor 
man to obtain a line of credit when in need 
of it, if his previous record justifies it. 


The association has accomplished much in 
the way of overcoming trade abuses or un- 
fair and unbusinesslike trading methods. Its 
motto is “A Square Deal for All,” and it may 
be a surprise to the public, that in the many 
years of its existence, this association - has 
uever been permitted at any time to discuss 
prices or to set prices for the benefit of the 
dealer. On the contrary, the association favors 
the widest possible competition among its 


members and stands for fair business meth- 
ods, 


The association strongly opposes premium 
hemes and advertising fakes and has 
Proven to be a stumbling block for many a 
faker who expected to find San Antonio an 
open field for his graft. Any such scheme 
Promoted in this city, as well as the meth- 
ds of all collecting and advertising agencies, 
ae investigated by the association, and if 
tt found absolutely fair and square, the 
members of the association are notified as a 
Matter of protection. 


The office force consists of 18 people, and 
it is probably the busiest place in the city, 
answering over 250 calls per day for credit 
information, new addresses and other busi- 
ness inquiries. 

As stated before there is more to this asso- 
ciation than the credit and information bu- 
reau. One of its objects is to improve trade 
conditions and trading methods. The sev- 
eral branches of the retail trade hold their 
own meetings and discuss matters of interest 
in their particular lines of trade. These sev- 
eral branches of the association have their 
own officers but are operating under the su- 
pervision of the Retail Merchants’ Associa- 
tion and the secretary-manager of the Retail 
Merchant’s Association is also secretary for 
the branch associations or sections. 


The Retail Merchants’ Association is on 
record as favoring the strict enforcement of 
the full weights and measure laws, the pure 
food laws and all other laws and regula- 
tions for the benefit of the public. 

The Retail Merchants’ Association has 
greatly aided in the passing of several laws 
and ordinances for the protection of the re- 
tail trade. Oné of the most important of 
these laws is the bogus check law, which is 
in form of an amendment to the swindling 
laws including in the same the giving or 
passing of checks or drafts without having 
sufficient funds to cover the same, making 
it an offense in accordance with the swindle 
act of Texas. 


The association operates a department for 
the special investigation of bad checks, which 
closely co-operates with the police and sheriff 
departments and has greatly aided in the ap- 
prehension and conviction of forgers, check 
swindlers and fraudulent buyers. Through 
the work of this department a great many 
forgers and swindlers have been caught and 
the merchants are being protected through 
prompt notifications sent out in form of bul- 
letins giving the description of the checks and 
the parties passing them. Sometimes several 
warnings of this kind are sent out in one 
day and in many instances arrests and con- 
victions are secured through the prompt action 
of this department. 

The association operates a credit rating 
system covering the entire trade of San An- 
tonio’s retail stores, not only of the city alone, 
but on people outside of San Antonio and 
Bexar County who are trading with one or 
more of the stores in the city. The credit 


system of the association contains over 200,- 
000 names giving credit and paying records, 
some dating back to 1903. 

The association is in close touch with all 
other associations of this kind in Texas. In 
this state there are 140 associations operating 
and maintaining a similar credit rating bu- 
reau, and in towns where no Retail Mer- 
chants’ Association or credit rating bureau 
is organized, the association has reliable cor- 
respondents. Most of this interchange of 
ratings is done by mail, but it is also a daily 
occurrence that credit information is obtained 
from other places by long distance telephone 
and by telegraph. For instance a stranger 
from any other city may come into one of 
of our retail stores and buy a bill of goods; 
it may be a lady buying a fine dress or a 
man buying an expensive suit; she or he may 
pay by check when the purchase is made, but 
before the goods are delivered in the after- 
noon or the next morning, a telegraphic re- 
port has been received from the association 
of their home city and the merchant knows 
before he delivers his goods whether or not 
the check will be honored. It has happened 
many times that while a customer was pur- 
chasing in one of our stores, a long distance 
telephone conversation took place between 
the association’s office and the customer’s 
home town for the purpose of securing the 
customer’s rating in his home city or town 
and often before the customer completes his 
or her purchases, the merchant knows all 
about the customer’s credit responsibility and 
paying record. 

The association protects its members from 
the various swindle games which are being 
operated, especially bad checks and fraudu- 
lent buying, and assists in the prosecution 
and conviction of these kinds of professional 
swindlers. Many bad check artists have been 
caught through this system. In many cases 
checks are immediately photographed and 
these photographs with a description of the 
party, are forwarded to other associations 
in this section of the state and to the larger 
cities of the state. 

All of the Retail Merchants’ Associations 
throughout the state are co-operating by ex- 
changing information and a special effort is 
made everywhere to have these credit re- 
ports and other information absolutely cor- 
rect that justice may be done to the credit 
seeker as well as the credit grantor. The 
association is not distributing this informa- 


(Continued on page 14, col. 3.) 
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‘*He cannot become our debtor until he 
pays your bill’’ 





A THOUSAND EYES 


are watching for your debtors if your claims 
are listed on our Master Files. 


Can you estimate the value of dealing 
with an organization owned, operated and 
SUPPORTED by practically the whole Re- 
tail community (including the banks) of the 
dominating city of Southern California? 


OPERATING FOR SERVICE 


An organization that by one operation 
places your delinquent accounts permanently 
on record in the files of more than three hun- 
dred local merchants and banks, and flashes 
the news, instantly, in every reply to every 
inquiry on that debtor. 


OUR METHOD OF COLLECTING 
IS SIMPLE, BUT EFFECTIVE 


We get in personal touch with your debtor 
and arrange for payment. If he refuses (and 
can pay) we acquire information as to his 
property and earning power and then (and 
not until then) request authority to sue. If 
we learn he cannot pay, we tell you so and 
return the account. 


We Write Fewer Letters Than Any Collecting 
Organization We Know Of. 


Retail Merchants Credit Association 


300-310 I. W. Hellman Building 
LOS ANGELES 





Persistent Personal Contact 


‘‘A new system?’’ ‘Yes, but you will like it.’’ 
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(Continued from page 13.) 
tion to non-members and if its members de. 
sire a credit report or other credit informa. 
tion, they are required to call up the office 
of the association and as a general rule, the 
office is in a position to give the desired jn- 
formation within a very short time. 

Let us give a few pointers when and how 
the members use the association. 

Whenever they open up a new account, 

Whenever an account becomes slow and 
they want to know why. 

Whenever a stranger wants to pass a 
check. 

Whenever they have lost the address of 
a customer. 

Whenever they need help to collect an ac- 
count, 

Whenever they are in trouble. 

If they want to know about their income 
tax. 

If they want to know about their insurance 
companies. 

If they want to know about an advertis- 
ing proposition. 

If they want to know about a collecting 
agency. 

If they want to know about an applicant 
for a position. 

If they want to know about a legal point 
regarding their business. 

The association is opposed to all premium 
schemes and to all discounting schemes and 
has, since many years, protected the business 
interests, as well as the public, from the in- 
roads and useless expense of premium and 
similar schemes which have a tendency to in- 
crease the cost of doing business. 

The association educates the public to bet- 
It is of 
great assistance to the poor but honest manto 


ter realize the value of good credit. 


secure credit, and to the slow pay to “catch 
up 

The association assists in the collection of 
old accounts, notes and unpaid checks. It 
helps to locate debtors who have moved 
away. 


” 


It educates the merchants to adopt better 
business methods, practice commercial econ- 
omy and to co-operate with their fellow mer- 
chants. It benefits the professional men and 
all others who deal in credits and it benefits 
the cash stores and protects their interests as 
well. 

The association has established a legal de- 
partment for the benefit of its members and 
is giving legal advice and consultations on 
business matters to its members free of 
charge. The association also keeps the mem- 
bers informed as to all new state laws o 
city ordinances and court rulings of special 
importance to them. 

The association is conducted along sound 
business principles for the benefits of its 
members and the community at large. It's 
an important factor in the development of 
San Antonio’s business life and its member 
ship represents the best business men of the 
city 
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Credit Granting—A Priceless Profession 


This is a copy of the address delivered by Former National President, Mr. H. Victor Wright, 
Secretary Brock & Company, Los Angeles, at the opening of the Course on ‘Credits 
and Collections’’ conducted under the auspices of the Los Angeles Y. M. C. A. 


HAVE chosen to address you briefly this 
evening upon the subject—Credit Grant- 

ing, a Priceless Profession—because it is my 
chief desire to emphasize the importance of 
the profession for which the course upon 
“Credits and Collections,” which you are en- 
tering, is intended to more fully qualify you. 

I approach my assignment with consider- 
able difidence, because I did not in my own 
earlier days enjoy the advantages of such 
educational courses as these—or possibly I 
should more correctly say, I failed to take 
advantage of them that I might or should. 
My own lessons have, therefore, been learned 
in the school of experience. 

The thought which I would like to bring 
home to you in this brief message is this— 
that the management of a credit department, 
or its subordinate positions in their differing 
degrees, is a real man’s work, calling for un- 
usual capabilities, and involving a service to 
mankind of the very highest character. 

May I, therefore, be permitted—having 
stated my text—to proceed in the most ap- 
proved orthodox fashion, to deal with my 
subject under these three headings—firstly, 
secondly and thirdly: 


(1) The profession of credit granting—a 
real man’s work. 


(2) The profession of credit granting— 
calling for unusual capabilities. 

(3) The profession of credit granting—in- 
volving a service to mankind of the very 
highest character. 


(1) I want, in the first place, to suggest 
to you that credit granting, if scientifically 
conducted, is more, far more, than merely a 
job. It is a most important profession. 

There are, broadly speaking, three forms 
of credit extension, banking, mercantile and 
individual, and while my own personal ex- 
perience and contact has for many years been 
%0 entirely confined to one of these forms— 
that of individual credit extension—I want 
to make my statements sufficiently broad to 
cover any one of these forms in which my 
hearers may be most interested. 

If the functions of the credit man or 
Woman were rightly to be confined to the 
conserving of the bank’s resources, or of the 
capital and earnings of the business organi- 
zation by which he is employed, then the 
Position would be one of responsibility, but 
of a very limited possibility. 

Fortunately we are fast coming to recog- 
uze that the duties of a credit grantor should 
go far beyond the narrow confines of protec- 
Yon and should embrace the privileges of 
business-building, and that the credit man 


may become and should become a real busi- 
ness force in the organization which he rep- 
resents. 

This is a vastly different conception than 
that which prevailed when the proprietor or 
the bookkeeper O. K.’d the charge—upon 
chance or the strength of personal acquaint- 
ance—and a credit manager was unthought 
of, far less regarded as a business-getter. 

Today, however, credit departments are 
maintained by banks, and by wholesale and 
retail mercantile establishents, and a new 
vista of opportunity has opened up for the 
man who qualifies himself for the profession 
of credit granting. 

His duties embrace, or should embrace, 
either the taking of or the passing upon ap- 
plications for credit, and the assumption of the 
responsibility for the collection of accounts, 
for it is manifestly unfair that he should be 
expected to assume the risk without direct- 
ing the manner of collection. 

His duties, however, should be much 
broader than this, for he should realize at all 
times that his duty is not merely to take care 
of the business which comes to his depart- 
ment through the efforts of others, but that it 
should include his own efforts and that of 
his department to cultivate goodwill for the 
organization of which he is a part, to hold 
the existing patronage, and to go out after 
new business. 

When this conception is gained, the credit 
department will no longer be looked upon as 
a necessary evil, a non-producing overhead, 
and the credit man himself will realize the 
importance, the value, the dignity, the possi- 
bilities of his position, and will seek to 
qualify himself for the task. 

Let me say here, that I do not believe that 
success is possible, if there is not a genuine 
joy in the work. If the duties of the credit 
department are performed perfunctorily, if 
they are regarded as “the daily grind,” then 
the credit department is not functioning as 
it should, and is not the business-getter and 
consequently not the profit-builder that it 
might and should be. 

The saying attributed to Elbert Hubbard: 
“Get your happiness out of your work, or you 
will never know what happiness is,” is appli- 
cable here. Our business, whether it be the 
granting of credit or the selling of merchan- 
dise, must be the expression of our delight in 
work, if it is to be truly successful. 

The business of the future will probably be 
marked by keener competition—though more 
legitimate competition—than that of the past, 
and characterized by more -scientific methods 
of operation. 


I believe that great opportunities await the 
students of business, and especially those who 
are willing to so apply themselves as to 
become specialists along some particular line. 

We must be in love with our work if we 
are to bring into it and bring out of it the 
fullness of its possibilities. 

Students of advertising concede the un- 
questionable value of what is termed “direct 
advertising,” and this is the kind of advertis- 
ing which the credit department can foster 
and encourage. 


The records of the credit department can 
be made available for this direct advertising 
and, serve, therefore as a medium for estab- 
lishing closer relations between the individ- 
ual and the organization, for creating good 
will, for increasing the volume of the busi- 
ness of whatever nature. 


To qualify for such a task as this requires 
constant effort. The saying that “When a 
man stops learning he stops growing” is trite 
but true. 

I submit to you that the profession of 
credit granting is a real man’s work. 


(2) In the second place, however, I want 
to remind you that the profession of credit 
granting calls for unusual capabilities, and 
as I enumerate some of these I believe that 
you will be inclined to agree with me. 

The credit man, to be successful, requires— 
education, tact, initiative, self-confidence, 
fearlessness, a good memory, the power of 
expression in speech and correspondence, 
good reasoning power and judgment, a 
knowledge of business law and _ business 
economics and a knowledge of accounting 
and office management. 

These are not all of the qualifications to 
be desired, but these are almost sufficient in 
themselves to constitute a super-man. 


Let us look for a moment at some of these 
qualifications and ask ourselves why they are 
needed by the credit grantor. 

The credit man requires education in or- 
der that he may be able quickly to grasp the 
problems which will confront him and find 
their solution; that he may determine cause 
and effect as they may be, and should be 
applied to the problems of credit extension. 
This education should include a knowledge 
of business law and economics, and of ac- 
counting and office management—for his du- 
ties rightfully embrace this need. He re- 
quires tact, in order that he may avoid an- 
tagonizing the customer while securing in- 
formation, or collection of an overdue ac- 
count. 


(Continued on page 18.) 
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Rike-Kumler Company orders 1 






HE RIKE-KUMLER CO., Dayton, 

Ohio, ordered a new National Electric 
Credit System because they are convinced 
that it is the best way to handle charges. 
They have been using the National Sys- 
tem for authorizing charge sales checks 
for 10 years. The reorder proves their 


complete satisfaction with it. 


National Electric Credit System 
charge phone. 


NATION AL 


CASH REGISTER CoO. 


DAYTON, OHIO. 
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nNational Electric Credit System. 





N January 31, 1922, the Rike-Kumler Co., Dayton, Ohio, 
ordered the latest type National Electric Credit System, 
consisting of an 80-line central desk and 50 charge phones. 


This new equipment will give every department in the store 


the advantage of the most up-to-date system for handling 
charges. 


The Rike-Kumler Co. has been using the National Electric 
Credit System for 10 years. Their first phones were installed 
when they moved to their present location. 


An official of the Rike-Kumler Co. gives a few reasons why 


they prefer this new National System for authorizing charge 
sales checks, as follows: 


“It enables us to put more authorizers in the space occupied | 


by the old equipment. 
“It gives customers quicker, more accurate service. 


“It gives the credit office complete control of every authori- 


zation. 


“It centralizes credit information by keeping it in the book- 


keeping and credit office. 


“It allows our authorizers to handle a greater number of ‘Refer 


charges’ without delaying customers.” 


NATIONAL 


° CASH REGISTER CO. 


DAYTON, OHIO. 
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Credit Granting—A Price- 
less Profession 


(Continued from page 15.) 


He should have initiative, for the position 
has within it possibilities of business-build- 
ing whch call for originality and creative en- 
deavor. 

He must have self-confidence, or his de- 
cisions will be wavering and his policy un- 
He must have fearlessness, or he 
will lack the courage of his convictions and 


certain. 


will be afraid to follow the course which 
his judgment endorses. 

A good memory. will stand him in good 
stead and bring to recollection many a cir- 
cumstance the remembrance of which will 
spell “profit” for the house, either in the de- 
velopment of new business or in protection 
from loss. 


A successful credit man will find the power 
of expression in speech and in correspondence 
inevitable. To say the right word, avoiding 
embarrassment or offense, accomplishing the 
purpose, but doing so with no ill-will as the 
aftermath. 

Good reasoning power and judgment are 
most valuable, for it is necessary to analyze, 
to weigh, to discern between the essential 
and the non-essential, the false and the true, 
to detect subterfuge and to recognize honesty 
and good intent. 

How may a man qualify, if these are but a 
portion of the requirements of the profession 
of credit granting—that would seem to be 
the practical question to consider. 

In attempting to answer it, I would say, 
first, that natural tendencies and characteris- 
tics will have a large bearing upon the ul- 
timate fitness or otherwise for such a call- 
ing. However, observation and training can 
accomplish much and concentrated effort and 
study, if faithfully followed, will accom- 
plish the desired end. 

However, there is another very profitable 
means of fitting ourselves for the exacting 
requirements of credit granting, as I see it, 
and that is through association. 


Fortunately, we are living in an age when 
the value of association is recognized and 
has passed beyond the state of experiment. 

Personally, I have watched the effect of 
association in its broadening influence in 
many directions, and frequently the change 
which it has wrought upon the individual has 
been startling. 

This is an age of co-operation, and no- 
where is teamwork more profitable than in 
the ranks of credit grantors. 

To secure the advantages of association 
activity, however, we must be willing to 
“play the game” ourselves and avoid, as we 
would shun a plague, the great and almost 
universal tendency to “Let George do it.” 


The men who grow through contact with 
their fellow men are the ones who are will- 
ing to sacrifice personal comfort and devote 





themselves to the good of the cause whicb 
their association may represent. 


The man who enters the business world of 
today does so at a tremendous advantage 
over the men of past decades, and if he 
avails himself of the opportunities for en- 
lightenment and for breadth of vision, which 
contact with our fellow men with the re- 
sultant interchange of thought and expe- 
rience makes possible, then failure is unnec- 
essary and inexcusable, and success well-nigh 
assured. 

And now, coming to my third and last 
point, may I leave with you this further 
thought, that the profession of credit grant- 
ing involves a service to man-kind of the 
very highest character. 


In this connection I would like to quote 
from a splendid editorial appearing only 
this morning in the Los Angeles Times, upon 
the subject of a Broader Training for Busi- 
ness. 


In that editorial the writer says: 


“If she (Los Angeles) is to make the most 
of her glittering possibilities, she must do 
three big things: 


“First, she must train young men for lead- 
ership. Where are the vast banking and fi- 
nancial institutions, the huge, expanding in- 
dustries, the enormous and intricate trans- 
portation agencies to find competent execu- 
tives for the great things just ahead? All 
will agree with Nicholas Murray Butler that 
the world today is sadly in need of leader- 
ship, for though the war crisis has since 
passed, ‘the.world is still stunned, perplexed 
and exhausted.’ Keen-minded young men 
by hundreds must be given the broad and 
technical training afforded by such schools 
as the College of Commerce in the Univer- 
sity of Southern California, in order that a 
personnel may be built up with reasonable 
hope of being able to cope with the complex 
problems of tomorrow.” 


And quoting further: 

“Third, ‘ideals are the very soul of life’-— 
the banker, the world trader, every kind of 
business man must cherish the ideal of real 
service. 
perish.’ 


‘Where there is no vision the people 


“No business is truly economic unless it 
The time has come to call 
a halt on the fine art of ‘putting it over,’ 
unless the thing to be ‘put across’ conduces to 
the general welfare. The vision of the fu- 
ture must be the vision of genuine and en- 
larging service undertaken in good faith and 
worthily brought to completion.” 


is also beneficial. 


This high ideal must find its expression 
in fulfillment of the duties of the credit pro- 
fession. 

The credit man who fulfills his mission 
must be a man of high principle, reconciling 
the best interests of the organization which 
employs him with his duty to his fellow man 
and his regard for the economic welfare and 
soundness of his community. 


This viewpoint may, for many, involve a 
new conception of business, but if our thought 
of business is confined to a means for profit 
making and does not embrace the thought of 
service to mankind, then our vision is re. 
stricted and our ministry will be mercenary 
selfish and failing in real satisfaction and 
gratification. 

Right here let me say that if “credit grant. 


” 


ing is a priceless profession,” then “a good 


credit standing is a priceless possession,” 
For the credit man of education, of broad 
vision and of lofty purpose each day will 
furnish opportunities for helpful service, and 
if this course for which you are entering 
fails to inspire you with resolve to follow the 
pathway of the Golden Rule in your pro. 
fession, then it has missed its mark, but with 
this inspiration and resolve, the world will 
profit by your service, the profession of 
credit granting will be honored by your min- 
istry, and you will reap the reward of well 
doing, which is your rightful heritage, 


Mr. N. M. MacLeod, Sec’y of the Spokane 
Association gives the following review of the 
membership and attendance for the year 
1921: 


The present membership of our associa- 
tion is 157, there having been admitted 40 
new members during the year; five resigned 
and four were dropped for the non-payment 
of dues, making the total increase in member- 
ship over last year, 31. 

The average attendance for the year was 
55. An increase over last year of eight. 

During the year there were 13 members 
who did not attend a single meeting. There 
were seven members who missed less than 
three meetings, and 20 members who missed 
less than 10, while there were 47 members 
who attended over 50 per cent of the meet- 
ings. 

Total attendance for the year was 2834. 

There were 997 insufficient fund and bad 
checks reported at our weekly meetings, to- 
talling $13,604.17. 


DAVENPORT ASSOCIATION MAKES 
GAINS 

How the business of the Davenport Rating 
Association is growing was shown at the an- 
nual meeting today held in the Chamber of 
Commerce when Miss Helen I. Croul, the 
secretary, reported 23,154 calls received dur- 
ing 1921, an increase of 3,254 over 1920, 
when the number received was 19,690. 

Miss Croul was re-elected secretary and 
Joe Deutsch, proprietor of the Bee Hive, was 
re-elected president. Officers and directors 
chosen are as follows: 

President—Joe Deutsch. 

Vice president—C. C. Cessna. 

Secretary—Miss Helen I. Croul. 

Directors—W. E. Spencer, Otto Hill, Frank 
Betty, Alex Naeckel, Frank Throop, Ed Bein, 
Fred Glueck and J. S. Kimmel. 
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Show Me the Man Who Can't Be Taught! 


By Robert Adams 


The William Taylor Son & Company, Cleveland, Ohio 


HOW me the man who can’t be taught 
tele new about his job by other 
men doing a similar job some place else and 
[ll show you a failure. 

Show me the man who won't make the 
most of every opportunity for broadening his 
vision and his life through meeting other 
men and hearing how they solve their prob- 
lems and I’ll show you another failure. 

These are two of the thoughts that help 
me in my belief that every credit man who 
would be bigger and broader and of more 
worth in his job should attend the meeting of 
the Retail Credit Men’s National Association 
in Cleveland. 

I'm not talking about airplanes or the 
scientific name for horseradish. I don’t know 
thosé things. I do know what a credit men’s 
convention will do. Like the man who took 
the patent dope—I’ve taken several “bottles” 
and it has done “what you said it would do” 
—I’'ve been there and I’ve gone home from 
every meeting with the thought that the time 
and energy had been well invested. 

I know a convention broadens one’s vision 
—multiplies its breadth tenfold. 

Speaking of vision—remember the days 
when you looked through the knot-hole to 
see the ball game? Maybe you could only 
see one player or perhaps two. I remember 
one particular knot-hole that gave us kids a 
look at only the right fielder. And we were 
mighty well satisfied to see that much and 
used to fight for a chance at this narrow 
peep-hole. That twenty feet of ball ground 
we could see was the area of our vision. 

Then one day, some red-headed kid made 
the knot-hole bigger. And we could see first 
base. And then a little fellow with a long 
nose made the hole so big we could see al- 
most the whole grounds! 

Yes, it’s just a question of point of view. 
Here is the little girl from a small town in 
Ohio who goes to New York with her father. 

“Oh, daddy,” she exclaims, when she sees 
4 Broadway crowd, “look at the crowd—the 
mail must have just come in.” 

The man from Frisco can tell the man from 
Philadelphia something that he doesn’t know. 
The man from New Orleans can tell a new 
system of ledgering that will benefit the man 
from Des Moines. The man from the store 
ia Rochester can tell the man from the place 
Seattle how he has schooled his credit peo- 
ple ina few human nature rules that have 
done wonders. And the wonder rules will 
work for Seattle or I miss my guess. 


The chances are the suggestions won’t 


work all the way. But however much of the 
distance they cover, they will be of some 
value. Perhaps there won’t be anything 
brought up in the whole convention that can 
be adaptable, “as is’—but a little pruning 
and tuning will make the ideas workable in 
your case as they have worked for the other 


fellow. 

Did you ever wear bifocal lenses in your 
glasses—the 
kind? It seems to me going to a live-wire 
convention is much like the putting on of 
such glasses. 


two-pairs-of-glasses-in-one- 


Your work at home is done 
through the close-up lenses—the lower part 
of the bifocals. 

The long-range vision is gained through 
the upper or distance portion of the glasses. 
If you need glasses, both parts are often 
necessary. Just one won’t do. Just so with 
the creditor—it won’t do in these idea-times 
to sit at home with short-range lenses only. 
If one wants to see ahead of his nose he 
must have the across-the-street lenses, too. 

Except in the case of a trick penny used by 
the clever man in matching, two heads are 
always better than one, especially when it 
comes to “ideaing.” Your idea hitched up to 
another one may put just that shade on the 
combination to make for its completeness and 
its success. 

And that leads me to say emphatically that 
you will, if you do your job well, give the 
other man as much as you get from him. A 
convention, however well planned, cannot be 
a success from your point of view unless you 
are thoroughly sold that you must take some- 
thing to that convention as well as take some- 
thing away from it. 

The other fellow is waiting for your ideas. 
He has a right to expect you to share your 
notions with him just as he generously tells 
you how he does it. The spirit of helpful- 
ness is the moving element behind this credit 
convention—or share and share about. 


Go to the Boss 


I believe that an up-and-moving credit 
man has a right to go to his executive and 
ask that he be permitted to have time off to 
attend this convention because he is doing 
his company as much if not more good than 
he is doing himself. 

Just one idea that you might bring back 
from the convention might save your com- 
pany a small fortune. Tell that to the ex- 
Ask him if he could head up his 
organization without ideas from somebody 
else. 


ecutive. 


If he says yes, which he won’t, some- 


thing is wrong. Go across the street. Get 
yourself another job. 


resign. 


Then come back and 


But the executive of to-day knows the 
value of idea contact. He knows two good 
ideas flash and sparkle to make one better 
idea and he knows the possibilities of that 


new and big idea. 

A philosophical friend of mine told me the 
other day that he has generally found that 
when everybody is doing something one way 
I didn’t 
agree with him right off—but after a while 
I saw where there was much truth in his 
idea. Perhaps the way everybody is doing 
something isn’t all wrong, but the fact that 
everybody is doing something just one way 


the chances are that way is wrong. 


doesn’t of itself make that-way the best way. 
For a long time you know, our granddads 
thought good old Dobbin was the only way 
to get from the depot to the farm. And 
Messrs. Brains and Gasoline have proved 
the old gentlemen wrong. 


A Timely Meeting 


I believe everybody who possibly can at- 
tend this meeting should go because of the 
particular timeliness of this meeting. There 
never was a time when credit men had such 
a big job ahead of them as right to-day. 
With business hurrying along at a pace that 
is staggering in its speed—with credits piling 
up higher and higher there are great big 
questions to be put on the fire and thought 
over. 

And the thinking must be hard and fast 
and straight. There must be no beating in 
the bushes. We must take definite stands 
and know why we take them. We have a 
dangerously important job to do. 
give it all we have. 


We must 


And part of that giving should be in get- 
ting out the big credit brains of the country 
—out to this most vitally important meeting. 
This meeting will be a big one with a big 
idea. A man will be bigger if he attends it. 
He will have a big vision to see a big thing 
in a big way. 


Let’s go! 
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Both Sides of the Credit Ref- 
erence Clearance Problem 


(Continued from page 8.) 


the Mercantile 
Agency or Clearance Bureaus as some seem 
to think. This plan was fostered and de- 
vised by the credit men themselves with the 
object and purpose of improving this kind 
of credit service and for the elimination of 
much duplication, impositions and abuses and 
for acquiring increased efficiency and thor- 
oughness of results. In this statement I know 
I will hear some criticism, but these are the 
facts and can easily be proven. 

There are many and I know of quite a 
number of Agencies and Bureaus who were 
and still are not in harmony and accord with 
the plan of direct clearances, perhaps, 
more for the reason that they do not want 
to put themselves in the position of being the 
barrier to free and unrestrained exchange of 
credit information between credit grantors. 
Also, perhaps, without the assurance of full 
co-operation on the part of the credit grant- 
ors whereby the major volume of the clear- 
ances would go through an Exchange, the 
cost of handling only a part of the clearance 
business would make the income inadequate 
to carry on their organization, or the price 
would be prohibitory. 

It is right up to the Credit Associations of 
’ the different towns and cities to adopt such 
plans that are necessary for the fullest bene- 
fits and protection in the clearance of credit 
references, to incorporate such plans and 
methods into the by-laws of their Associa- 
tions and the Exchanges can then operate 
without friction or unrestricted interchange 
Eventually a membership 
in the local credit men’s associations will 
become so valuable an asset that no live 
house granting credit can afford to be out- 
side of the Association. 


was not the creation of 


of information. 


I do not believe in barring any house 
from getting information freely and un- 
hampered whether such house is a member 
of the local Association or Exchange, but 
with the proper co-operation of the credit 
men and the Exchanges a fair, equitable and 
just plan can be developed that will work 
in perfect harmony and without any hold- 
ups. 

The Evil Forced Charge 

There should be no forced charges be- 
tween Exchanges and Credit Grantor for 
any information furnished that was not asked 
for. This practice on the part of some 
Agencies and Bureaus has caused much bit- 
ter and justified criticism on the indirect 
clearance of credit references plan. This 
was, however, largely due to the short 
sightedness or misinterpretation of the 
Agency or Bureau to grasp an opportunity 
to build up and sell their services at an op- 


portune time. It is pleasing, however, to 


know that this custom has almost entirely 
disappeared and where it is continued it 
should be vigorously condemned. 





THE CREDIT MAN AS A BUSINESS 
BUILDER 


By H. W. Hoklas, 


Young & Quinlan, Minneapolis 


= old idea that the credit man is an 
expense, a necessary evil, has given way 
to the broader idea of the credit man as a 
business builder. 

From the moment the prospective charge 
customer meets the credit man to the time the 
final bill is placed in probate, there is no in- 
dividual in your establishment who has a 
greater possibility for establishing good-will 
than he. An individual’s credit standing is 
closely akin to his character so he keenly 
notes any remarks made by the credit man 
at the opening of the account or in handling 
transactions thereafter. The credit man’s in- 
fluence in retaining business is tremendous. 

“It is easy enough to be pleasant when life 
moves along like a song”—but to be pleasant 
under the most trying conditions all the day 
through is the task of the credit man who is 
To part credit relations 
with the customer who has had a charge ac- 
count with you for many years; to void a 
charge of a sales person who was selling 


a business builder. 


goods when you were cooing in your crib; to 
turn down the confident applicant who in- 
forms you in the fact of derogatory informa- 
tion that his credit is unlimited at several of 
the large stores of the country, requires all 
that one can command of fortitude and cour- 
tesy. For courtesy is more than ever an es- 
The 
credit man must retain much of this business 
This will be done if he 
handles transactions in such a manner as to 


sential in just such circumstances. 


on a cash basis. 


leave these individuals friendly. 

The credit man expects the customer to see 
his view-point. Get the customer’s view- 
point first, understand just how he sees the 
transaction, then he can the more readily be 
brought to the credit man’s understanding of 
the situation. More c@nsideration for the 
customer will in turn bring more considera- 
tion from him. 

Friends make life more worth while. From 
a commercial view-point friends to the credit 
man are invaluable for they obtain for and 
give to him information that many times can- 
not be otherwise secured. Of course, the 
credit man must not become “a hail fellow” 
to such an extent that friends, or so-called 
friends, will attempt to take advantage of 
his position. 

As credit men, we are too prone to treat 
with cool indifference the applicant for credit. 
Let us have more of the friendliness of the 
salesman, for we are salesmen of the gospel 
of prompt payment. We credit men can re- 
tain our sixth sense of the detective, the sev- 
enth sense of good judgment and still let our 
applicant know that it is a pleasure to add 
his name to our happy credit family. 


——.. 





J. FRANK JEFFERSON 


J. FRANK JEFFERSON ELECTED 
PRESIDENT OF SPOKANE ASS’N 


By W. G. Hooker 


W ITH the determination to make 1922 
a banner year for the Spokane Retail 
Credit Men’s Association, J. Frank Jefferson, 
of the Spokane Title Co., took the reins as 
president of the Spokane organization on 
Wednesday, January 25th. Other officers 
elected at the big annual meeting January 
9th are: Thomas McCormick, of the White- 
house Drygoods Co., vice president; N. M. 
MacLeod, secretary; W. B. Hubbard, of the 
Spokane & Eastern Trust Co., treasurer, and 
C. F. Roadnight of the Crescent, and R. 
W. Watson, of Watson & Monaghan, direct- 
ors. The latter is Spokane’s national di- 
rector. The two holdover directors are W. 
G. Ramage and A. M. Murray. 

“Spokane intends to send from 30 to 50 re- 
tail credit men to the second annual north- 
west conference at Seattle on May 15th and 
16th,” stated President Jefferson, “and it will 
be our aim to have D. J. Woodlock stop of 
in Spokane on his way home from that meet- 
ing. Mr. Woodlock will have a hard time 
getting by Spokane without paying us a visit. 
Washington stands second in the United 
States in regard to memberships in the na- 
tional organization and Spokane leads the 
state, so we feel entitled to some of Mr. 
Woodlock’s time.” 

Secretary MacLeod at the annual meeting 
reported an increase in memberships during 
the last year of 31, bringing the total to 
157. The average attendance at the Wed- 
nesday luncheons was 55, an increase of 
eight over last year. During the year there 
was reported a total of 997 insufficient fund 
checks for a total of $13,604.17. The work 
of reporting insufficient fund checks has re 
sulted in stopping some of the chronic of 
fenders in this line and has informed all the 
credit men of others. 
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The Financial Digest 


By W. Ries 


Research Division 


UNUSUAL LARGE NUMBER OF BANKING SUSPENSIONS IN 1921 








— 1921 1920 1919 
Numbers 383 119 50 
Liabilities in $ 167,000,000 50,000,000 16,000,000 


COMMERCIAL FAILURES—ALL RECORDS BROKEN JIN 1921 











Number Liabilities (in $) 
1921 19,600 627,000,000 
1920 8,800 295,000,000 
1919 6,400 113,000,000 
1918 9,900 163,000,000 
1917 13,800 291,000,000 
1916 16,900 196,000,000 
1915 22,100 302,000,000 
i914 18,200 357,000,000 
1913 16,000 272,000,000 
1912 15,400 203,000,000 
911 13,400 191,000,000 


THE FOLLOWING INDUSTRIES HAD THE LARGEST LOSSES IN 1921 








I soi i oxias o Smits esi np pb babes aw eele wie Gls Sek cake bamatee $ 52,500,000 
Clothing and Millinery 


Seep cath ease ii ceed eateries eee 19,900,000 
a GUND «os v.03 sensor dau bie mdnose¥eew dbase ce desewssusance 17,600,000 
EE Sh nes.d Saran sblatw sate see onde eu wk eed edeteeaavunedeabns 8,600,000 
EN ys 5. sos sare wisig hb Sawin ae aaiee haem eandeeebaadakeder eee 8,400,000 
I ea nid Peni Eek piaiinn Min baked ewe ae ee eeen 7,600,000 
NY NE I los. o15 oS sl cre a. dy se nde nS EWN s ReRERW RD ab eaeaa ewe 5,400,000 
RN heb oko tock yes pike @aanediewkapkuws berate eader 4,300,000 
NR ini bs Cou eias oe Wad en aee Sui eR A Ge woke ben aha ead 4,700,000 
i SD EEO ona aia, wiih ioe tin desea Gime wn aria vk ral pk ataalees Rik wide 4,400,000 
ST PI eo Reis eh tiie a. 5 URN nas a baw Shoe etna bad mioeacameniy 3,700,000 
NI MUNI I 5 oo ci5d 05-9 1k SAO ea diwatw Obie RRA aR alow ea oduko wake 3,300,000 
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EN Sikcls cats Sed ot Fon Wye s aad baReees baaiwdied wa bkdundaudemele 900,000 
etait alias: urbaetaieE en Oe ee Testor iuilbdnsie Sate vntlan vin tceke 87,400,000 
Traders 

REESE i RTS hd SAL RO Oe Oe OE ed See ee $ 43,000,000 
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ae si od wil Weenen ded sce ab asiehatage 29,100,000 
I a ee te kB on fl SOE 24,600,000 
En a ce ar gel I Oh Ae 8,900,000 
I i i ie os pe eR ae 7,800,000 
asics vila canetagakiemiond aid@uavuatawedeccechatone 6,400,000 
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254,700,000 
OIL LDL TE LT PORT OE 139,700,000 

$627,400,000 


TRANSACTIONS ON THE NEW YORK STOCK EXCHANGE 
No. of Shares 








Total Bond Sales 


W321 170,800,000 $3,300,000,000 
1920 226,600,000 3,900,000,000 
wy 316,700,000 3,800,000,000 
mes 144,100,000 2,000,000,000 








EXCELLO Pens are used and en- 
dorsed by the largest Banks and 
Business Houses, who use nothing 
but the best of everything. 





EXCELLO general utility pen number 61 


Cold-rolled steel, of the special heavy 
quality, is used in the manufacture 
of these pens, which makes them 
more desirable than all other makes. 


Every pen is sold under our guar- 
antee of perfection in both quality 
and workmanship; you take no 
chances when you order “EX- 


CELLO” PENS. 


Never put off until tomorrow what 
you should do today. WRITE 
NOW FOR SAMPLES. 


Send us your idea-of a perfect pen 
and we will send you a better pen 
containing all your ideas, but 
manufactured under the “EXCEL- 
LO” system. 


H. F. KRUEGER 
Box 505 KANSAS CITY, MO. 
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INCONSISTENCY 


By Gabe Hausmann 
Vice Pres. Hausmanns, Jewelers, 
New Orleans 


All over the United States there are being 
organized Retail Credit Merchants’ Associa- 
tions for the purpose of having charge ac- 
counts pay on or before 60 days from date 
of the charge, and a great many firms are 
endeavoring to have adopted a system of 
payment to be made in thirty days. In other 
words, all accounts charged in one month 
are due and payable on or before the 10th 
of the following month. 


Recently a number of firms have adver- 
tised for purchases on the club plan, selling 
an article, say for $25.00, demanding 10% 
cash and 10% payable monthly, letting the 
account run eight months, and not charging 
any extra amount for giving this long time 
for payment. In other words, the customer 
who pays cash or in thirty days gets no more 
benefit than the party who takes eight months 
to pay the bill. Is this fair and is this going 
to help merchants who are endeavoring and 
preaching all the time—to have bills paid 
in thirty or sixty days from date of charge? 
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BANK CLEARINGS 








1921 1920 
Total, all states 338,100,000,000 451,400,000,000 
Outside of New York 143,800,000,000 208,300,000,000 


Federal Reserve 
Banks (12) 
Dec. 14, 1921 
Dec. 17, 1920 


(ibn tine Raweenkrns Heke $1,200,000,000 
2,800,000,000 


HOMES IN THE U. S. A. 


(Annalist) © 
1920 1910 1900 
Occupied by: 
Families 24,300,000 20,200,000 16,100,000 
Owners ~ 10,800,000 ~ 9,000,000 ~ 7,000,000 
Renters 12,900,000 10,600,000 8,300,000 
Tenure Unknown 500,000 400,000 500,000 
SMALLER HARVESTS IN 1921 
CROPS (IN $) 
1921 1920 1919 1918 
Corn 1,300,000,000 2,100,000,000 3,800,000,000 3,400,000,000 
Wheat 730,000,000 1,100,000,000 2,000,000,000 1,800,000,000 
Oats 320,000,000 680,000,000 880,000,000 1,000,000,000 
Barley 60,000,000 130,000,000 190,000,000 230,000,000 
Potatoes 380,000,000 460,000,000 570,000,000 490,000,000 
Tobacco 200,000,000 330,000,000 560,000,000 400,000,000 


NEW BUILDINGS 





Permits, issued in about 100 Cities, amounting to: 
1921 
$1,400,000,000 


1920 
$1,100,000,000 


RAILROADS IN NOVEMBER 
1920 


1921 
Gross Earnings $464,000,000 $590,000,000 
Operating Expenses 367,000,000 512,000,000 


Net Earnings 97,000,000 78,000,000 


COTTON (IN BALES) 
1921 


1921 1920 

November October November 

Domestic Consumption 520,000 490,000 330,000 

Export 640,000 870,000 680,000 

1,160,000 1,360,000 1,010,000 

A COMPARISON OF BANK LOANS AND DISCOUNTS 

National Banks =” 0 nel a eee 
(Over 8,100 banks) 

EE ww iih pds inks a SA LAUREN ee DOSS eeu $10,900,000,000 

NINES IIIc ct sas ich paige ne. coea ice ws ws wis waa aes 11,300,000,000 

EG ED Sik Sic ritis Loewe eee nw ees aReeaees 12,000,000,000 

NTE “hw Wig t-oaucuincg winiiaeipad ok aste bowen 12,300,000,000 

COMPARATIVE VALUES 

Second Week in: i (iti‘SCS™ oa ber Aas 

1922 1921 1920 

Average, 20 industrial stocks $2.42 76.08 102.65 

Average, 20 Railroad stocks 75.67 76.22 74.29 


Call money, New York 6 7 8 


U. S. Liberty, 344s 96.80 92.20 98.88 
U. S. Liberty, 444s 97.88 87.26 91.28 
Wheat, per bushel 1.24 1.88 2.50 
Cotton, per pound 18.05 16.65 39.20 
Steel billets, Pittsburgh, per ton 28. 43.50 48 





SOMETHING ABOUT GROUP coy. 
FERENCES 


S. E. Blandford, Boston 


ia... Conferences have come to stay, 
and hereafter will form the most io 
portant part in the conventions of the Retail 
Credit Men’s National Association. The 
Group Conference idea is the natural out. 
come of the growth of the National Associa- 
tion when a large number of Retail Credit 
grantors meet on common ground as to prin- 
ciples of Credit administration, but with dj- 
vergent interests in details of operation and 
methods of procedure. 


The Convention itself provides the oppor- 
tunity to adjust the affairs of the Association: 
to hear reports of Officers and Committees: 
to discuss these reports, and to act thereon; 
to expound the broad principles of Credit 
and of sound business; to centralize thought 
and action on the larger questions of uni- 
versal interest and concern. 

The Convention is made up of men and 
women from different lines of Retail busi- 
ness. Among others represented are depart- 
ment stores, specialty houses, jewelry, hard- 
ware, printers, grocers, coal dealers, and in- 
stallment dealers. 


Methods of operation and details of pro- 
cedure necessarily vary in different lines of 
business. As an illustration, a discussion on 
methods of identification on _ take-with 
charges has no interest for the furniture or 
coal dealers. Authorization of charges and 
checking the account limit require different 
treatment with diversified interests in widely 
separated lines of business. Yet these very 
items of detail are the chief topics of interest 
to the average delegate in attendance at the 
Convention. 

The Credit Managers of furniture houses 
in the East appreciate the opportunity to ex- 
change ideas and discuss methods with those 
engaged in a similar line of business in the 
Far West. This is equally true in each line 
The Group Meeting is the an- 
The Group 
Meeting idea is growing in interest with 


of business. 
swer, and offers the solution. 


each Convention; the members are learning 
how the meetings may be more efficiently and 
profitably conducted. The present Chairman 
and his assistants have done excellent work. 
More time should be allotted to the Group 
Meetings, and from the interest displayed at 
the Convention in Houston there is scarcely 
any need to ask for the individual support 
of the members. 

The interest and support required to make 
these Group Meetings a success is already 
assured. From my observation I am col 
vinced that with the necessary preparation 
on the part of the leaders, with ample - 
vision for time, with space allotted for quit 
and uninterrupted conduct of the meetings 
the Convention at Cleveland will result in the 
greatest benefit derived by the greatest nul 
ber of members of any Convention in the 
brief history of the National Association. 
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Lincoln’s Noonday Meeting 


HE Lincoln Retail Credit Men’s Asso- 
has a plan 


does not keep anyone away from his business 
over an hour. We have emphasized the fact 
that these meetings start promptly at 12:15 
and adjourn exactly one hour later, and we 
find that this has increased our attendance. 

Members are invited to report any un- 
usual experiences, comments, or information 
about parties listed on that week’s Bulletin. 
They are expetted to report ordinary address 
information or ledger experience direct to the 
bulletin publisher and, therefore, aim to give 
at the noon day meeting only such informa- 
tion as could not be satisfactorily handled in 
the Bulletin replies. 


ciation in operation by 
which each credit man secures information 
on his accounts that he could not secure from 
any other source, and we submit our plan 
herewith in a spirit of co-operation, so that 
other Associations may know our method of 
promoting better credit service. 

A bulletin is issued each week containing 
a list of names on which addresses are 
wanted, and also a list for ledger experience. 
These names are furnished by the credit men 
on a blank with headings as follows: 


The answers to this Bulletin go only to The good each member derives from these 


meetings assures the strictest confidence in 
regard to the information given out, and has 
done a great deal towards enlarging our 
membership and increasing the activities of 
the members. 


the members listing names or contributing in- 
formation of any kind. 

Every Wednesday noon we have a luncheon 
at the Chamber of Commerce followed by a 
short and snappy business meeting, which 








FELLOWSHIP SERVICE CO-OPERATION 


Use for all matters in connection with the Bulletin 


De SD Fs vo vccvesaee 


I desire information regarding 
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ance, to find purchase “period” covered thereby. 

Give ledger experience, (or amount owing), and definite dates in all cases. 

Above inquiry should not be made on current or last month’s account, unless member 
feels especial need of the requested information. 





Render a helpful service to fellow members by making a notation, in proper blank 


ielow, re-new addresses, etc. Your liberality in such matters will promote reciprocal serv- 
ite, to the benefit of all concerned. 





TRADE INQUIRY received on 


formerly 


NI NN i Ro hnin svn veeeurdicag Sdeunwwenecusedelebendasuiuneba: 





SOME OBSERVATIONS FOR 1922 


By J. H. Tregoe, Secretary-Treasurer, Na- 
tional Association of Credit Men. 


r | NHE year 1921 will pass into history as 
furnishing a complexity of problems 


more difficult, more intricate and more signif- 
icant than any year of the present genera- 
tion. We have passed through the year with 
no more serious mishaps than would come to 
us in regular course, as a result of indul- 
gence in over-optimism and over-feeding in 
unwarranted expectations. A glance back- 
ward tells us clearly enough that we have 
suffered under our inability to estimate cor- 
rectly the disorders of an 
economic condition. 


overburlened 
As we look back we can 
see that too much stress was being laid at 
times upon surface conditions and too little 
analysis given to basic conditions. 





J. H. TREGOE 


There has been in the past thirty days a 
smaller visible movement of business on the 
surface. In a number of seasonal lines de- 
mands have decreased for the reason that the 
rather feverish demands which accelerated 
business in October and a part of Novem- 
ber have left goods on the shelves, and un- 
seasonable weather in many sections of the 
country has been responsible for disappoint- 
ments in retail sales. 

We believe the most serious factor in the 
present situation is the distressful condition 
in which the farmer finds himself. We have 
made a great god of industry, have devoted 
too little attention to the efficiency of our 
land, and because of this neglect are now 
passing through a most difficult period. In 
most of the agricultural sections the farmer 
is doing his level best to liquidate old debts; 
he cannot purchase new equipment; his home 
requirements are reduced to a minimum, and 
the stores supplying the farmers are as a 
consequence getting little business. Collec- 
tions are also very slow. Many accounts are 
positively frozen and the outlook is that they 
will continue frozen until the coming new 
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crop. We emphasize this situation in the 
hope that consciousness may come to the busi- 
ness public of the need of devoting more con- 
sideration to our agricultural problems. We 
must also turn the eyes of the farmer from 
Congress to the land; must build up the effi- 
ciency of the farmer, fully recognizing that 
the country cannot be prosperous with its 
agricultural interests in distress. 

Though business on the surface has slowed 
down and many a concern is passing through 
a crisis as a result of an accumulation of 
untoward circumstances, yet we are glad to 
say that basically the improvement noted be- 
fore has continued and there is more reason 
We feel safe in 
saying this because, first of all, the interna- 


for confidence than ever. 


tional situation is improving, and one of the 
things that give us confidence here is that we 
of America are beginning to recognize the 
need of lending a hand to Central Europe. 
We now see that enlightened selfishness sug- 
gests a spirit of helpfulness to the sorely tried 
peoples there. 

Readjusting wages downward has con- 
tinued, and this is a significant movement, 
essential to establishing a solid basis for 
a forward movement. 


MEMPHIS LEADS 
By E. A. McDonald, Memphis 


gency praise 
profitless, all are agreed, so let’s hand 


is pleasant and 


around the bouquets during lifetime. 

During the lifetime of the subject of this 
short sketch, it has not wanted for praise, 
however; indeed, passing the bouquets to the 
Memphis, Tennessee, Retail Credit Men’s 
Association has been quite a matter of course 
since that day in early August, 1918, when 
the young giant among R. C. M. A’s, then 
three months old, was awarded the prize 
over all comers for getting most members in 
the 1918 membership race. Expressions of 
astonishment from veteran R. C. M. A.’s, in 
the biggest cities of the land, had hardly 
died away, when, in 1919, the Memphis or- 
ganization, just to show that they could, re- 
peated their phenomenal victory. Meantime, 
they had conducted a pay-up campaign which 
attracted nation-wide attention, among sister 
R. C. M. A’s, and done other meritorious 
Like the old hen 
whom Johnnie set on a hundred eggs, they 


and pace-setting things. 
were just spreading themselves. From as- 


tonishment and incredulity, rivals of the 
Memphis R. C. M. A. passed to the trembling 
stage, entertaining the suspicion that the 
Bluff City organization had determined to 
become a permanent prize-winner in the an- 
nual membership races. Much relief was 
felt when they lost to Cleveland in ’20, and 
to St. Louis in ’21—or, shall we say, allowed 


those two cities to win? 


And now comes along a printed sheet, con- 


taining cold statistics, which show further 
extraordinary facts, to the lasting credit of 
the Memphis R. C. M. A. The sheet is pre- 
pared by N. V. Coplin, auditor for Rudge 
& Guenzel, Lincoln, Nebr., of which estab- 
lishment, as everyone knows, Pres. E. W. 
Nelson is secy.-treas. The sheet gives a com- 
parative table, showing the number of re- 
tail stores in each state, the percentage of 
retail stores in each state to total retail stores 
in U. S., the membership quota for each state 
based on the percentage of retail stores there- 
in, the number of members each state had 
on Aug. Ist, 1921, the percentage under or 
over its quota of each state, the percentage 
of number in each state to the number of 
retail stores in that state, and each state’s 
rank. 

The figures show the Tennessee R. C. M. 
A. membership to be comparable to the 
Woolworth building—or, to be exact, accord- 
ing to the figures, a great deal taller—sil- 
houetted against the New York 
Tennessee leads the whole country, not only 


skyline. 


in actual number of members, but from a 
percentage point of view. The Volunteer 
State has 7.83 of the total number of retail 
stores in the State, which percentage is 44% 
above its nearest competitor (the State of 
Washington). If the number of members in 
Tennessee were in proportion to the member- 
ship of the entire country, it would be less 
than 


Y% of what it is. In other words, 


Tennessee is 300 per cent above its quota. 
Friends, including friendly rivals, one and 
all admit that the go-get-’em spirit of the 
Memphis R. C. M. A. has been an inspiration 
to all the similar organizations of the coun- 
try. The State of Tennessee owes its position 
and prestige in the National body to the un- 
rivaled membership-getting and keeping 
ability of the Memphis R. C. M. A., whose 
accomplishments have ceased to surprise. 


COLUMBUS HOLDS BIG MEETING 

On January 26 the Retail Merchants Assn. 
of Columbus, held a joint meeting of Store 
Owners and Credit Men and Women, the 
first of its kind they ever had. Over one 
hundred attended and it was rated the best 
meeting the association had had. The mer- 
chants expressed a desire to get in close 
touch with those in charge of their Credit 
Department, realizing they are a real sell- 
ing force in any Retail Business. It was 
voted to send a full delegation to the Ohio 
State meeting at Toledo, Feb. 22, and to the 
National Convention at Columbus, in June. 
Lynn Revenaugh, the Secretary, expects to 
have a private car and about 30 delegates 
at the 
Treasurer Woodlock addressed the meeting 
upon the Importance of the Credit Man in 
Retail Merchandising. 


Cleveland Convention. Secretary- 


While rather exclusive in its membership, 
Columbus has one of the best organizations 
of Retailers in the land. 


OVERHEAD CHARGES MUST 
COME DOWN 


Following Is Quotation from a Talk Made 


Recently by Roger W. Babson 


IGHT now the main obstacle t 
R business improvement is the wide dis. 
parity between prices of producer’s goods 
and the prices which the consumer must pay, 

“The seat of the trouble lies in the present 
excessive overhead charges. During the war 
and the post-war boom, both producing ca- 
pacity and distributing capacity were geared 
up to handle a large volume of business, 
Now sales have fallen off, but the new fac. 
tory that was built, the new store equipment 
and warehouse which was bought, the money 
borrowed on long-term loans, the increases 
in officials’ salaries—all of these charges are 
going on just the same. They were easy to 
bear when sales were big, but now they are 
growing proportionately heavier as sales 
decrease. The smaller amount of goods the 
producer or the retailer sells, the more profit 
he must make on each sale in order to pay 
Meanwhile, high 
prices to the consumer are blocking a recov- 


his overhead expenses. 


ery in business. 

“What will be the solution? Nature has 
a cure—competition. It is slow and painful, 
but it is the only effective remedy. Eventu- 
ally prices will again be balanced. Business 
should be better next year. 
advance in materials, which have been mos 


We expect some 


severely depressed, but most of the readjust- 
ment will be through further reductions in 
prices to the consumer. I can see no chance 
of a voluntary reduction by retailers or any 
other group. The dead weight of excessive 
producing and distributing costs will be 
thrown off in the race of competition. Clients 
must strip themselves for this contest. If 
you have bought more real estate or equip- 
ment than you can profitably use, sell it now! 
Better to take a loss than to let it make you 
lose the race. 


“The firm with light overhead expenses, 
which can adapt itself most readily to lower 
price levels, will be the one to win out 
This is why we so strongly advised agains 
wide expansion during the boom, even though 
it meant refusing temporary business. Clieats 
who followed our advice are in a strong 
position. If, however, you did take on t 
much overhead, cut your loss now. 

“So far, the financial readjustment be 
been tempered by the Federal Reserv 
machinery and the hope of the bankers tht 
the storm would soon pass. As soon 4 the 
bankers realize the era of competition ahead 
they will throw over many concerns which 
they have been nursing along. Hence credit 
men should be prepared for as many, if 
more, failures during the coming year than 
we have experienced in 1921!” 
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Times and Credit Conditions 
By James Metcalfe 


Secy. Associated Retailers, Omaha, Nebr. 


Following is an address by Mr. Metcalfe at Sioux Falls, S. D., 
January 2, 1922. 


N looking over last Sunday’s paper, I 
found the following item written by Otto 
H. Kahn, International Financier, on busi- 
ness conditions. Mr. Kahn wrote: “The 
most pressing problems which the world 
faces today are not political, not even pri- 
marily social in character, but relate to mat- 
ters of practical economies, questions of 
trade, employment, production, consumption, 
distribution, transportation and finance. 
“The most essential thing for everybody 
to recognize is that, in the last analysis, we 
are all in the same boat and sink or swim 
together. 


“The most helpful thing to set prosperity 
ging again for 1922 and thereafter is to 
carry that recognition into practice instead 
of blaming our adversity on the other fel- 
low and trying to get even with him.” 

In other words, one of our greatest author- 
ities, recognized the world over, writing on 
business conditions, advises not only the busi- 
ness interests, but everybody to strain every 
efort in order to bring about complete co- 
operation, in that America may take her 
rightful place among the nations of the 
world. 


Last Tuesday evening, the credit men of 
Omaha held their monthly dinner. One of 
wr speakers maintained that prosperity in 
America started the moment Secretary 
Hughes placed America’s cards on the table 
and notified the world that America would 
lad in making future wars an impossibil- 
ity. H claimed from that moment on, times 
have been growing better. He also made 
the assertion that the evil in the world, the 
tials and tribulations to which business has 
teen subjected for the last year, were man 
made and it was up to the men: and 
women of America to displace trials and 
tibulations with prosperity and happiness. 
What man has made, man can tear down, 
ad it is the duty of everyone of us to get 
gether in an effort to destroy that which 
teates a feeling of unrest and unhappiness. 
There is no doubt, but that a state of un- 
st is contagious, likewise happiness is of 
the same nature. Therefore, it is the duty 
every citizen, especially it is the duty of 
‘ery retailer, who naturally is closer to his 
‘tomer than any other business man, to 
icourage within himself first, a condition 
of unrest, and courageously go forward with 
the feeling that it is the right of everyone 
0 be happy, to be employed, to have all 
things that are necessary to bring content- 
meat and peace. With this in the minds and 
tearts of all men, prosperity, contentment, 
ind peace, will be assured. 


, 


Nearly everything that goes to make the 
wheels of commerce turn, indicates that what 
is called normalcy, while possibly not here, 
is rapidly drawing near. Railroad rates 
have been reduced, and are being turther 
reduced. Interest rates are very much lower 
than they have been, and it is possible today 
for a business man worthy of credit to ob- 
tain it. Labor in a large number of in- 
stances has voluntarily agreed to a reduction 
from war time wage. The people generally 
are beginning to believe that the retail in- 
terests are selling their merchandise at a 
fair price. This is shown by the increased 
volume of merchandise that is being moved 
all over America. With these factors at 
work, no man, especially the retailer, has 
the right to think, act, talk, and preach, any- 
thing but prosperity. 

Times such as now give to the retailer 
the greatest opportunity ever afforded busi- 
ness men to do good for his fellow men. 
This is so, for the retailer comes in contact 
with those who trade with him, ten, twenty, 
possibly one hundred times to where the 
wholesaler, the jobber, or the manufacturer, 
has an opportunity to meet with their cus- 
tomers. My advice to the retail business 
man, then is to so conduct himself, so con- 
struct his words spoken either in public or 
private, that all may know he is a believer 
in America, and believing in America, fully 
realizes that it is a country favored above all 
other countries, and in it there is no place for 
discouragements. 


Mr. Kahn in the article I read places the 
greatest importance on the get-together spirit 
that must prevail. Remember, he said we 
must all realize that it is one for all and 
all for one, together we will sink or swim. 

The most powerful word in the English 
language, for the reason that it either con- 
sciously or unconsciously precedes every ac- 
tion, is thought. We received in our office 
a poster headed “The Spirit of Today.” Un- 
der the picture were these words: “Think 
Prosperity, Talk Prosperity, and you will 
have Prosperity.” Remember this, let the 
thought of good times enter into your mind. 

To illustrate the result of such action, I 
will read to you an allegory written many 
years ago. 

“Once upon a time a cave lived under the 
ground as caves have the habit of doing. 
It spent its lifetime in darkness but it heard 
a voice continually calling to it, ‘Come up 
into the light, come and see the sunshine.’ 
Looking up to the sun the cave said, ‘I don’t 
know what you mean, there isn’t anything 
but darkness.’ One day the cave ventured 


forth and was surprised to see light every- 
where. Looking up to the sun the cave said, 
‘Come with me and see the darkness.’ The 
sun asked, ‘What is darkness?’ The cave 
replied, ‘Come and see.’ One day the sun 
accepted the invitation. As it entered the 
cave the sun said, ‘Now show me your dark- 
ness.’ But there was no darkness.” 

The retail interests even in normal times, 
realizing the value of cooperation have 
started associations all over America. There 
have been in the past year, more retail As- 
sociations organized than in any year in the 
history of our country. The retailers are 
organizing, for they have realized that 
through organization their work is effective. 
Without organization, nothing can be accom- 
plished effectively. 

In the last year, the retail merchants have 
organized more cooperative credit bureaus 
than the most optimistic credit men thought 
possible. There is a reason. The reason is 
that gradually, much too slowly for the good 
of business, the retail merchants of America 
are realizing the immense importance of the 
credit department to the business that they 
are engaged in. , 

Realizing this, naturally they begin to re- 
alize the importance of the work performed 
by the men in charge of that department. 

I have never been in the retail business, 
nor have I, except for a year when sixteen 
years of age, worked in a retail store, but 
for the last 24 years, my business has been 
such as to give me an opportunity to study 
retail business conditions, and retail business 
men. From that observation, I honestly be- 
lieve that the time will soon come, when the 
most powerful man next to the proprietor 
himself in any business organization will 
be the man or woman who holds the position 
of credit manager. Why is this so? It is 
so because the credit manager is the one man 
in the establishment who in order to develop 
the business properly must have in mind the 
interests not only of the firm he is with, but 
the interest of every customer of his firm. 
His duties are the most exacting of any man 
in the retailer’s employ. The salesman in 
ninety-nine cases out of one hundred in the 
performance of his service has his eye and 
his thought on the present transaction. The 
buyer likewise completes his job when the 
merchandise arrives in the store. The ad- 
vertising man finishes his work when he sees 
the crowd responding to the advertisement 
of the day before. In like manner, nearly 
every employee of the retail establishment 
loses interest, or his interest wanes when a 
certain work is performed. The credit man, 
O, how different. He not only watches out 
that his firm’s interests are protected, but also 
must see that no injustice is done to the cus- 
tomers of the store. 

The credit man should be a community 
builder in that he creates good feeling, good 
will, good fellowship, and is a promoter of 
cooperation. 

He is a character builder. He creates 
respect of man for himself, creates faith of 
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man in himself, and in others. He creates 


honor of man, for his word or contract 
creates punctuality and respect for promises 
or terms. He creates thrift by suggesting 
plans of saving or spending. 

Credit Man—teacher and educator! He 
instructs the public in credit and its value. 
Instructs the public in store service. Assists 
fellow employees regarding salesmanship in 
proportion to a man’s ability to pay. He 
instructs employers in the value of credit, its 
uses and its abuses. 

The Credit Man—counselor, physician and 
surgeon, to the store’s customers in that he in- 
flicts punishment to the wayward, willfully 
seeker. Chastises the 


irresponsible credit 


thoughtless abuser of credit and preserves 
the harmony of the home by kindly advice to 
He is the 
counselor to the young inexperienced buyer. 
He is the 


governing expenditures in proportion to in- 


the thoughtless extravagant buyer. 


home builder by guiding and 


come. F 

As the physician, he prescribes to the pa- 
tient not only the remedy that he must take, 
but his mode of living. So the credit man 
properly functioning in his department pre- 
scribes to the customers of his store as to the 
amount of credit they should ask propor- 
tionate to the income they receive. 

As the surgeon in so many cases saves the 
life of a patient through a surgical opera- 
tion, so the credit man by cutting off the priv- 


ilege of credit when it has been abused in 
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many cases saves to the thoughtless a great 
deal of unnecessary worry, and in this man- 
ner, indirectly forces the thoughtless to re- 
alize that credit is one of the world’s valu- 
able assets. 


In closing, I wish to leave with you this 
thought, that better times are here, and when 
I make the statement, I speak as one with 
authority, my authority being from the fol- 
lowing well-known men of American: 


Calvin Coolidge, Vice President of the 
United States said: “Those with courage and 
confidence will share in the prosperity which 
is at hand.” 

Charles E. Hughes, Secretary of State: “We 
may look forward to an enduring peace, and 
to a new era of prosperity for the American 
people.” 

James J. Davis, Secretary of Labor: “The 
fact is the country is full of everything except 
faith in itself. Fortunately that is a com- 
modity we don’t need to import. It isn’t a 
crop that we have to pray for. Every man 
can manufacture faith for himself. He car- 
ries his factory under his hat, and that faith 
factory is the first one we have to get started. 
It is up to everyone of us. Let us have faith. 
Make faith in our country, in ourselves and 
in each other. Nothing else is needed to 
start business, but business will not start un- 


til we have faith.” 


Chas. G. 
have faith in America’s great future is a 


Daws: “A man who does not 


Are You From Missouri? 


Or 


Nebraska 
lowa 


Then'don't fail to attend the Mid West Conference of these six states at Des Moines, Iowa, on Monday and 
Over two thousand (2000) members of the National Association are in this group and a large attendance 
The program includes such men as Nelson, Woodlock, Wolfort, Heller and many others worth your time 
Elaborate plans are made to make this the most interesting, valuable, instructive, entertaining and com- 


plete conference ever held by any group of states. 


If you have credit department problems; if you are looking, for the most modern and successful methods’ 
if you have a suggestion to make; if you are on the job to get the business, improve collections and 
reduce your losses for 1922 then for heaven's sake clear up your desk and spend those two days in 
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Oklahoma 


The Credit Worlg 
proper candidate for the lunatic asylum, ang 
should be put there.” 

Eugene Meyer, Jr.: 
sources. 


“We have the re. 
We have the men. We have the 
power to organize. Our problem is to ad. 
just our resources and our organization jp 
such a way as to restore order where de. 
moralization and chaos have existed. We 
must all pull together for a common objec 
and a common purpose—the welfare of the 
nation as a whole.” 

Harry E. Karr: “Business will revive if 
the business man awakens to the fact that 
selfishness must be eradicated from business 
life, and the square deal practised.” 

Theodore Price, Editor of Commerce & 
Finance: “No one has ever seen a busy man 
who was blue, or a persevering person who 
was pessimistic. I believe that the year 1922 
can be made the most prosperous in our his- 
tory, if we have faith, but we must never for- 
get that faith without works is dead.” 

It is the duty and privilege of the Ameri- 
can business man to be an optimist. There 
is no place in American business for a pessi- 
mist. Prosperity in America will come 
through the labors of the individual. In 
seeking prosperity for America, each individ- 
ual must make up his mind to handle the 
situation in a courageous manly manner. 
Remember: “Tender handed stroke a nettle, 

And it stings you for your pains, 
Seize it like a man of mettle, 
And it soft as silk remains.” 
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An Important Element in the 


Restoration 


of Prosperity 


By J. H. Tregoe, Secretary-Treasurer, National Association 
of Credit Men. 


GRICULTURE and industry should be 
A like big brothers and free from all an- 
tagonism. Strange to say, however, between 
them are many misunderstandings which fact 
greatly hinders the general progress, be- 
cause our prosperity as a nation is still linked 
up with the efficiency of the land in spite of 
our industrial growth. 


We must all give heed at this time to the 
dificult position of the farmer whose com- 
This 
has meant for him decreased income, lower 


modities are bringing very low prices. 


in general than in years, against prices of 
merchandise and supplies he wishes to buy, 
that have receded from top prices only a lit- 
tle when compared with the deflation his 
products have suffered. 


Admit as a contributing cause of the far- 
mer’s plight the improvidence of the agricul- 
turist when prosperity was in a whirl; that 
his crops of 1919 and 1920 were harvested at 
higher cost than they would have been, had 
he applied himself as he should have. Ad- 


mit, too, that he did not build up a reserve 
against lean years when he could have done 
so; yet we must recognize that the strike 
against rising prices dealt him the hardest 
and sharpest blow and hurt him more than 
it hurt any other great group. Even in the 
cotton growing sections where cotton prices 
advanced after they had fallen to less than 
pre-war prices, the crop in many districts 
was so seriously affected by devastation of 
the boll-weevil that the advanced 
helped the South only here and there. 

In the agricultural sections as a whole, we 
see the farmer battling against old indebted- 
ness without ability to buy for home and 
farm, and we see him when he is forced to 
buy for his needs paying as a rule prices 
far out of proportion to those he secures on 
that which he has to sell. We must concen- 
trate on the improvement of the situation, but 
we must also divert the attention of the far- 
mer from Congress, where he turns usually 
for relief in his emergency, and have him un- 
derstand that his sound progress and pros- 
perity, the kind of prosperity that will stay 


pr ice 


with him, is bound up in the land itself; in- 
tensive scientfic cultivation is what is needed, 
that so far as possible there should be di- 
versification of crops in order that as one 
crop may fail the others will supply the 
needs. 


The intelligent attention of the public must 
be given both to the development of our in- 
dustry and our agriculture, if we are to gain 
a substantial prosperity, and every business 
enterprise should take a genuine interest in 
the subject and industrial leaders should en- 
courage scientific farming in their districts. 


We cannot hope for accelerated business 
until conditions in the agricultural sections 
improve. We must be attentive to the needs 
of such sections. We repeat that the happi- 
ness and prosperity of the land is not bound 
up in Congressional action, but depends upon 
the skill, attention and aggressiveness of the 
farmer himself in his immediate tasks. 


We advise earnestly for the American busi- 


ness man, that faith and courage control. 


Our sound condition, fundamentally, gives 


ground for faith and courage. Indeed, there 
is no reason for the slightest pessimism, but 
every reason for the greatest hope and the 
greatest confidence. Watching the price, 
mastering the overhead, increasing the efhi- 
‘ciency of our land, helping to upbuild our 
basic resources, creating an attitude of help- 
fulness toward stricken European peoples— 


these are the things worth while. 


SPECIAL WARNINGS 


Millard, V. 

This party we understand some time ago 
organized a Building Co., in Providence, R. 
I, Interested local capital and received quite 
a bit of money, which he spent, then left 
Town. He is about 45 years old, 180 Ibs., 
gray hair, has a fine personality, is a very 
dapper gentleman. Believe he is on way to 
New York. While in Providence gave check 
om Rockland, Mass., Bank, which was re- 
turned with notice he had account there but 
they had closed it out. Be on lookout for him. 
Raymond, Joe. 

Understand this party travels mith W. B. 
Sisson, as Automobile Tire Salesman, his 
former home said to be Peoria, Illinois. 38 
years old, 6 ft., weighs about 175 Ibs., light 
iair, just beginning to get bald, pale com- 
plesion, can be recognized easily by a nerv- 


ous twitch of his mouth 


and face 
talking, 


when 

NaDal, Edwin C. 

We are anxious to locate this party, under- 
‘and he formerly lived in Fort Worth, Tex., 
operated NaDal Wheel & Body Co., is a 
painter by trade, left that city, reported to 
teoperating in Jacksonville, Florida. 
tear of him advise National Office. 

Robinson, C. A. 


If you 


This party recently arrested in Canton, 


Ohio, a confessed Bad Check Artist. Passed 
checks on American Savings & Trust Co., of 
Cleveland, understand he recently worked 
Detroit, Toledo, Cleveland. Is traveling 
with a young girl of 19, he claims to be 18, 
and an Electrical Salesman. 5 ft. 11 in. tall. 
If interested wire National Office. 


Wanted—Check Operator—Bogus Carpen- 

ter.— 

An unknown Fraudulent Check Operator 
assuming the name of a Local carpenter re- 
cently defrauded a number of Merchants in 
Fort Worth. Name unknown, age about 30- 
32, 5 ft. 7 in., weighs about 165 lbs., dark 
complexion, dark hair, well built, but rather 
pointed features. Wore soldier’s overcoat, 
had appearance of working man. Secures 
name and address of local carpenter and con- 
tractor, from City directory, whose name does 
not appear in Telephone directory, checks 
usually $49.05, representing his weekly wage, 
“Forty-nine dollars & five cents” is filled in 
with crude rubber stamp, likewise the name, 
in lower left corner. We further understand 


a party of this same description operated in 
Muskogee. 


Sterling, Jack and wife. 
This party is wanted in Peoria, he is 6 


ft., weighs 190 lbs., gray hair, 50 years old, 
dignified bearing, very smooth talker, fine 


dresser, been in vaudeville, last heard of in 
San Antonio. His wife, age 40, height 5 ft. 
7 in., 160 lbs., blue eyes, gray hair, dignified 
bearing, left here for Chicago. 


Meyer, Harry. 


A party using this name recently operated 
in Dayton, Ohio, he is 5 ft. 9 in., weight 
about 175 to 180 Ibs., dark hair, rather sal- 
low complexion, might be of Hebrew nation- 
ality, teeth not even, quick in action and 
talk, of pleasing personality. Came in Store, 
engaged Floorman in conversation, said his 
wife was doing some shopping, he might have 
to have a check cashed, came back when Floor- 
man was very busy, presented check which 
was O.K., went to Cashier and cashed check 
for $220.00, later appeared again at Cashier’s 
window, and stated as Floorman had been 
kind enough to O.K. his check before would 
they cash another for him, which they did 
but became suspicious, but were too late. 
Checks on Fletcher American National Bank 
of Indianapolis. Floorman stated check he 
O.K.ed was for a small amount. 


Sisson, W. B. 


This party we understand has traveled all 
over the country as an Automobile Tire 
Salesman, he is 35 years of age, 5 ft. 6 in. 
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tall, weighs 145 Ibs., light complexion, his 
former home was in St. Paul, understand he 
is wanted in many places. 


McGee, H. E. 
This party recently arrested in St. Louis, 
if you are interested wire National Office. 


SPECIAL WARNING. 

Printed Form Checks #810 to 833 inclu- 
sively on First National Bank of Muskogee, 
have been stolen from Office of Stein & Mus- 
selen, Oil Producers, three have been filled 
out and cashed, party giving name of E. A. 
Freeman, claims they are salary checks and 
had bogus telegram supposed to be from 
Stein. Only description given, 130 lbs., and 
wore glasses. 


A REWARD OF $25.00. 

Offered for the arrest of Tom Simpson, 
bad check artist, supposed to be either in 
Ponca City, Okla., or Wichita, Kans., also 
for F. Hessey, Bad Check Artist, under- 
stand this party came from Pennsylvania to 
Burbank, Okla., was in business in Burbank, 
but suddenly left one night. 


Belknap, Doris. 
We understand this young woman has re- 
cently passed checks in Buffalo. 
good looking, has a pleasing manner. 


She is very 
The 
checks are signed “John R. Williams” made 
payable to Doris Belknap, on Manufacturers 
and Traders National Bank for $15.00 each; 
she claims to be connected with Y. W. C. A., 
makes purchase, presents checks and receives 
balance 5 ft. 7 in. tall, 


in cash. She is 


weighs about 135 Ibs. 


Cohen, Fred M. 

This party recently passed checks in Rich- 
mond, Va., on the First National Bank, pay- 
able to order of Burk & Co., signed Fred M. 
Cohen, he is a Hebrew, age 30 yrs., 5 ft. 
6 in. tall, medium stout, black hair, clean 
shaven, dark eyes, dark complexion, fairly 
prominent nose, wears glasses, has small bald 
spot on head, claims to be son of Rabbi Cohen 
of Montreal, Canada. 


Thornton, Robert, Alias, Henry R. Hamil- 
ton, Henry R. Haines, Fred S. Sears, 
Richard O. Coulson, Paul Hatton, Jack 
Reamer, J. H. Harron, Henry Hoffman, age 
23 to 25 years, 5 ft. 10 in., weighs 155 lbs., 
slender build, rather florid complexion, grey 
eyes, sandy hair, has prominent hook nose, 
dressed like farmer, has passed checks in 
Wyoming, Nebraska, Montana, Kansas and 
Missouri, represents himself as working on a 
Farm, makes small deposit, later calls and 
presents two checks, one supposed to be his 
own, the other his brother’s. Don’t cash. 


Goldworthy or Goldie, R. 

We understand a party using this name 
recently operated in Oakland, Cal., takes 
over run down property and fixes up the 
interior, buying furniture to equip as Room- 
ing House. 


about 5 ft. 5 in., dark complexion, dark hair 
and eyes. Left City one night, owing a large 
number of bills. 


He is a Hebrew, 40 years old, | 


Pierce, G. M. 

We understand this party recently passed 
checks in Houston, Texas, drawn on Liberty 
National Bank of New York (No such Bank) 
supposed to be drawn by H. D. King, Cashier 
Farmers & Merchants National Bank of 
Dodge City, Kans. His story is that he has 
been living in Dallas, formerly in Contract- 
ing Business, owns Real Estate, 45 yrs. old, 
about 5 ft. 9 in. tall, dark ruddy complexion, 
has appearance of being business man of oil 
fields or contracting type, front teeth stained 
and far apart or some missing, continually 
smoking cigar, dark clothes, soft hat. Draft 
made payable to G. M. Pierce and endorsed 
as such in stubby handwriting, separating let- 
ters on endorsement but connecting in signa- 
ture to check. 


Simon, George B., Alias 
Schwartz. 

This party we understand was recently ar- 
rested in New York, operated under name of 
George B. Simon, presented checks drawn by 
the Champion Spark Plug Company of De- 
troit, to his order. 
of Wm. J. Schwartz, presented checks to his 
order on a Bank in Butler, Pa. Is held for 
Grand Jury, if you are interested, notify Na- 


tional Office at once. 


William J. 


Also operated under name 


Firebaugh, Frank E. 

We understand this party was recently in 
Pueblo, Colo., passing checks, he is 23 years 
old, 5 ft. 5 in. tall, weighs about 135 Ibs., 
medium light hair, small blue eyes, large 
mouth, dark cap, dark check mackinaw. 


Phelan, Martin L. 

A party of this name recently visited Al- 
liance, Neb., stating he was an Attorney of 
Pocatello, Idaho, was going to open Law 
Office in Alliance, had run short of cash, 
would like to have a check cashed. 


Edwards, Frank Marshall. 

A reward of $100.00 is offered by the Kala- 
mazoo, Michigan Association for information 
He is 
operating under various aliases such as H. 
F. Blake, H. C. Blaine, H. J. Beaver, H. J. 
Bowen, R. K. Boyce, J. W. Brawer, H. J. 
Brewer, Harry T. Brewer, Harry T. Brooks, 
J. R. Burton, H. J. Moore, J. R. Cummings, 
M. T. Lake, R. B. Lancaster, J. B. Langley, 
H. J. Martin, J. C. Schumacher, and R. T. 
Traymore. Claims to be Special Representa- 
tive of Aunt Jemima Mill Company, he 
presents drafts on Aunt Jemima Mills Co. 
Also taking up products of other Manufac- 
turers in similar manner. He is accompanied 
by blonde woman and travels in auto, one 
car he uses is a Scripps-Booth Roadster, bear- 
ing Michigan License No. 410,272, another is 
a 1920 Nash Roadster, bearing New York 
License No. 416868. 

Anderson, A. E. 

A party giving this name recently visited 
Sioux City, S. D., claiming to come from 
Minneapolis, presenting certified checks on 
First National Bank of Minneapolis, certifi- 
cation forgery. Names of C. H. Howell, 


leading to the arrest of this party. 








J. B. Harley, J. L. Barton were aly 
used. He is 6 ft. tall, slender build, Weighs 
about 165 to 170 lbs., wore a long black oye. 
coat, soft black hat, fair complexion, a ma 
of good education and a convincing talke, 
Some time ago we issued a warning on aC 
H. Howell, this may be same party. 


Mansor, Albert or Manson. 

We understand this party recently op 
erated in Lansing, Mich., passed cheeks 
signed by Tom Joseph. Informed he js, 
former inmate of Ionia State Reformaton 
Ionia, Mich. Some time ago was paroled 
from that Institution, but is now a free map 
think possibly he has gone to New Englan( 


States. Are anxious to locate him. 


Talmadge, Jack R. 

This party we understand is still working 
recently in Little Rock, cashed checks 
First National Bank of Chandler, Okla, 
signed W. L. Hartman, made payable tp 
Jack R. Talmadge, who represents hin. 
self as connected with M. K. & T. R.R. (. 
160 or 170 lbs, 
5 ft. 10 in., medium build, dark complexion, 
has gold teeth in left side of mouth. 


using Pass as identification. 


Horney, F. E. 

Are informed this party made a visit to 
Wichita, Kans., passed check on Libery 
State Bank of Bloomington, IIl., returned 


“No Account.” It appears he is going about 
the Country representing himself as a Bank 
Examiner. It may be that Frank Hageman 
whom a Hutchinson Bank desires to locate 
5 ft. 10 in., weighs 165 
Ibs., 35 years of age, 


is this same party. 
light brown hair 


medium complexion. 


Sparks, Miller, Alias A. Charlton Tafel. 

This party we understand posed as a U.S. 
Army Officer, served with 30th or 35th Divi- 
sion, supposed to be discharged with rank 
of Captain. Shoe salesman by occupation 
Jewelers watch for him. If apprehended 
cause arrest and wire National Office. 


Folger, Peter, Alias S. P. Bradford. 

This party we understand is wanted, he is 
35 years of age. Passing forgery pay vout- 
ers of Southern Pacific R. R. Co., and West: 
ern Pacific R. R. Co., also Northern Pacific 
R. R. Co., in Tacoma, Wash., and Denver, 
Colo. Possibly 3 men operating, one is about 
35 years, 6 ft., 160 Ibs., sallow complexion, 
smooth shaven reddish brown hair, blue eyes, 
shoulders round, appears to be a little dt 
formed, occupation Printer or Pressmat, 
claims worked in Brooklyn, was in compat] 
with man signing name L. J. Sigafoose, at 
other is about 22 years old, 5 ft. 8 in., abou! 
140 Ibs., light hair, fair complexion, smoot 
shaven, wore brown. cap with nam 
“Brenner” inside. Another party 35 yrs old, 
5 ft. 10 in., 165 Ibs., light complexion, smooth 
shaven, shoulders square, small chest. 


Williams, James. 

Watch out for party passing checks ® 
American National Bank of New Yor 
signed Safety-First Investment Co., by J* 
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Williams. They are not always signed by 
same party. Two men and woman repre- 
senting themselves as Advertising Men. One 
man fairly heavy, 35 yrs. old, other slimmer 
and about 25 years. 


Marks, H. D. 


We are anxious to locate this party, he is 
charged with embezzlement, dark complexion, 
brown eyes, black hair, streaked with gray, 
thick lips, scar under lower lip, large feet, 
5 ft. 11 in., may wear mustache, age 45, oc- 
cupation General Salesman. 


Wells, F. G. 


This party we understand recently visited 
St. Joseph, Mo., opened Offices representing 
Petroleum Products Co., 5 ft. 5 in., stout 
build, light hair, mixed with gray, round fat 
face, light eyes, between 40 and 45, very 
talkative. Had a woman with him, who 
posed as wife, sister, bookkeeper. 


Thornton, G. L. 


A party recently operated in Des Moines, 
using check drawn on_ local 
through Iowa National Bank. 


coal co., 
Understand 
he mailed an envelope containing a bunch of 
these blanks to Denver, addressed to G. L. 
Thornton, clo General marked 
‘Hold for 30 days.” The envelope used had 
been taken from a Hotel in Nashville, Tenn. 
35 to 40 years old, 5 ft. 7 in., 140 Ibs., smooth 
face, dark hair and complexion, wearing tor- 


Delivery, 


tise shell-rimmed glasses, wearing overcoat 
size 37, walks as though one knee is stiff. 


Kendrick, Ruby. 


We understand a young woman has been 
passing worthless checks in North Platte, 
Neb., she makes purchase giving check in 
payment, receiving balance in cash, signed 
Mary Allen, endorsed Ruby Kendrick, both 
signatures apparently the same hand writing, 
she is 5 ft. 5 in. tall, medium complexion, 
dark eyes. 


Angeles, Sam. 


A party by this name recently visited Des 
Moines, made purchase, gave check, receiv- 
ing considerable change, the check was writ- 
ten on a Des Moines Bank, scratched out the 
name, inserted “First National Bank” but 
neglected to put in the Town, this was not 
noticed until after he left the Store; claimed 
connected with some Railroad, doing special 
detective work, if any member knows this 
party, kindly get in touch with Frankel Cloth- 
ing Co., Des Moines, so they may have this 
matter adjusted. 


Breed, M. A., Alias Herd, still operating, 
giving check on Bedford Pulp & Paper Co. 


Larimer, E. W., Alias C. P. Emerson. 


Members of the SOUTHWEST be on look- 
out for this party, recently operated in Tulsa 
and Oklahoma City. States he is going in 
Oil Lease Business, 50 years, stout medium 
height, presents drafts on Merchants & Plant- 
ers Bank of Dodge City, Kansas, drawn 
through New York Trust Co. 


Schwarts, Joseph D. 

Do not cash checks given by a party of 
this name. He is a young man about 28 
years old, 5 ft. 8 in. tall, dark complexion, 
black mustache, is a fluent talker, recently 
operated in New York. Be on lookout. 

It has been reported that checks of Boone 
& Co., Tulsa, are in circulation, they state 
they neither signed nor authorized these 
checks. 


Miller, H. A. 

We understand this party recently operated 
in Fort Worth, Texas, passed a number of 
checks on various local banks, presents fic- 
titious business cards, 30 years old, 5 ft. 7 in. 
tall, 135 lbs., complexion fair, light brown 
hair, blue eyes, noticeable accent, German or 
Swede nationality. 


Eagan, George E. 

We are anxious to locate this party, for- 
merly of Shenandoah, Iowa. This party we 
understand is an undesirable Credit Risk, 
and several of our members in Shenandoah 
are looking for him. 

Ussery, E. L. 

Several of our members are desirous of 
locating this party, formerly of Ottumwa, 
Iowa. He is Undesirable Credit Risk. If 
you know his whereabouts notify National 
Office, understand he is with some Bond Co. 


Ferguson, Ralph H. 
We are anxious to obtain this party’s ad- 


dress, formerly Proprietor of Covington 
Garage, Covington, La. Suddenly disap- 
peared. 


Addresses Wanted 


Abrams, Sanford H., 850 E. 
New York, N. Y. 
ing Co. 

Abston, John E., clo Star Land Co., San An- 
tonio, Texas, and Stewart Land Co., Kan- 
sas City, Mo. 

Adair, Robert D., 103 Baxter St., Providence, 
R.1, or 2179 N. Warnock St., Philadelphia, 
Pa. 

Adams, Albert C., 996 Bloomfield Ave., 
Akron, Ohio. Bookkeeper. 

Adams, James E., Little Rock. Salesman— 
Roselawn County Oil Stocks, Etc. 

Albers, Fred, Portland, Ore. Formerly 1511 
8. Yakima, Tacoma, Wash. 

Alford, Miss Liela, Dallas, Texas, 4079 Cole 
Ave, 400 Junioys St., Pineville, La. 

Allard, Miss Loraine E., 1770 Kilbourne 
Place, Washington, D. C. Manicurist and 
facial operator. 

Alloway, Bryan, 1140 Pennsylvania, Mem- 
phis, Tenn. Father lives 
Mont. 

Aman, J. L., Temple, Texas. G. C. & S. F. 
Ry. Company. 

Andrews, Robert, Sioux Falls Press, Sport- 
ing Editor, Sioux Falls, S. D. 


161st Street, 
Manager Federal Cloth- 


in Missoula, 


Applegate, Raymond P., 7171 Iberville St., 
New Orleans, La. Aviator. 

Avery, Charles K., 1632 Holyoke Ave., 
Cleveland, O. Said to be in California. 
Engineering Dept., Goodyear. 

Avey, J. W., Kansas City, Mo. 
Goods Salesman. 
in Cincinnati, O. 

Bacon, E. C., 4119 Maryland Ave., St. Louis, 
Mo. ' 

Bailey, Chas. E., Peoples Gas Bldg., Chi- 
cago, Ill. 

Balch, Mrs. Anna or L. D., Salem, Oregon, 
formerly Tacoma, Wash. 

Bancroft, Mrs. Rosa, Mobridge, S. Dak. 
Formerly of Tacoma, Washington. 

Banta, Miss Sarah, married name Mrs. 
Gauthier, Plaquemine, La. Worked for 
Shreveport Mill & Elevator Co., Shreve- 
port, La. 

Bailey, Robert, Toledo, Washington, Tele- 
phone Business. 

Barker, Ida, 1536 N. 22nd St., Lincoln, Nebr. 

Barrett, R. W., Olympia, Washington. Lum- 
ber Man. 

Barry, Miss Eva, Thorpe, Washington, for- 
merly Tacoma, Wash. Waitress. 


Sporting 
Reported now as living 


Barry, J. F., Little Rock. Oil Leases. 
Batterbee, Mrs. F., 1803 Third St., 1912 Levin 


St., 1132 Lee St., Alexandria, La. Mil- 
liner. 
Beck, Elmer A., Wilmer, Minn. Putting 


out Directories. 

Bennett, Fred, 588 Pettygrove St., Portland, 
Oregon, Shipworker. Formerly at Tacoma, 
Washington. 

Bein, Frank A., 208 LaSalle Apt., Akron, 
Ohio. Rubber Worker. 

Berger, Henry, clo Cornell Wood Products 
Co., Baltimore, Md. 

Bersworth, Fred, 119 E. Ellison St., Paterson, 
x. J, 

Berry, Clarence, 863 8th St. S. E., Minne- 
apolis, Minn. Vocational Schooling. 

Berry, Edward, 157 Crow Bridge Ave., De- 
troit, Mich. 

Berry, Hume, Cleveland, Miss. 
Worker. 

Bessinger, Mrs. William or Katherine, Olive, 
270 Summer St., Akron, Ohio. Said to be 
in Detroit, Mich. Business Rooming House. 

Bethel, Mrs. Georga A., 40 Rowland Street, 
Newark, N. J. She is supposed to have 
moved to Columbus, Ohio. 


Transient 
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Billings, A. L., Union, Wash. Formerly Ta- 
coma, Washington. Auto Mechanic, also 
Logger. 

Blackstone, M. C., 524 R. R. Ave., Lake 
Charles, La., Flint, Mich. Furniture Store. 

Blight, F. W., Little Rock. Formerly Good- 
year Tire Co., Little Rock and Memphis. 

Bode, J. O., Alexandria, La. Salesman. 

Bond, T. M., 4122 Shenandoah Ave., St 
Louis, Mo. 


Bordeaux, Mrs. A., 2715 No. 10th, Tacoma, 


Wash. House Wife. 

Bowers, James O., Uniontown, Pa. Formerly 
360 Spicer St., Akron, Ohio. Rubber 
Worker. 


Bowman, Miss Ruth, 114642 Broadway, Ta- 
coma, Wash. 

Boyd, S. R., Brooklyn, N. Y. 
Boiler Maker. 

Boyd, Wm., 29 Fort Blyd., Detroit, Mich. 


Boarding & Rooming House. 
Knox Hat Co., 


Bradford, H. E., 514 No. G. St. Seattle, 
Washington. 
Brady, J. B., Alexandria, La. Machinist L. 


R. & N. Ry. Co. 

Breiting, S. J.. Y. M. C. A., Akron, Ohio. Y. 
M. C. A. Worker. 

Brent, Miss R. T., 66 East 12th St., Atlanta, 
Ga. 


Brockman, J. 


Probably in Dept. Store. 

W., Atlanta, 
Formerly Birmingham, Ala. Formerly 
1044 Kingshighway, St. Louis, Mo. 

Brown, Arthur L., Temple, Texas. 
rapher, Quillen’s 


Formerly Ga. 


Photog- 


with Studio, Temple, 
Texas. 
Brown, J. C., New Orleans, La. 


Co. 


Interna- 


tional Harvester and worked for 

Standard Oil Co. 

W. S., Shawnee, Okla. 
conductor on Rock Island. 

Buffum, C. N., 29 Pearl St., New York, N. Y., 
clo Buffum Co. 


Burke, Arthur, Sayer, Okla., or Amarillo, 


Brown, Formerly 


Texas. Machinist. 
Burkhardt, J. R., Yakima, Wash. Jeweler. 
Burnett, M., Los Angeles, Calif. Formerly 


Tacoma, Wash. 
Burton, T. C., Last heard from Arkansas 
City, Kansas. 
Cadwell, Formerly Kimball, S. D., 
edly somewhere in Mo. Carpenter. 
Caldwell, A. R., 1111 Broadway, Tacoma, 
Washington. Lunch Counter Business. 
Campbell, Miss Mable, Y. W. C. A., Lynch- 
burg, Va. Telephone Operator. 
ably left here for Chicago, III. 
Campbell, Peter R., 309 Orchard Lake Ave., 
Pontiac, Mich. 


Suppos- 


Presum- 


This party also lived in 
Pennsgrove, N. J. 

Carney, A. J., Switchman, Shawnee, Okla. 

Carter, J. C., Homer, La. 
Mansfield, La. School Teacher. 

Caton, John L., or Canton, 5131 Common- 
wealth Ave., Detroit, Mich. 

Chazen, Louis, 2540 Avenue B., Galveston, 

Junk Dealer. Formerly 633 Eu- 


His home in 


Texas. 


clid Ave., Akron, Ohio. 
Childs, R. H., 105 S. 29, Tacoma, Washing- 
Barber. 


ton. 


Christensen, Blackstone 
coln, Nebr. 

Christensen, Clara, 
coln, Nebr. 

Clark, F. D., 325 Notre Dame 
Bend, Indiana. 

Clark, Laurina, Pass Christian, Miss. 

Clark, Oliver, 6948 Maidel Ave., St. Louis, 


Anna, Apts., Lin- 


Blackstone Apts., Lin- 


Ave., South 


Mo. Stone Mason, Westlake Const. Co., 
Wichita, Kans. Also lived in Champaign, 
Illinois. 


Clark, Wilber D., Greenwood, Nebr. Barber. 

Classmeyer, F. Wm., Chicago, Ill., Traffic 
Man, 795 Market St., Akron, Ohio. 

Claude, Howard M., 1607 L. St., Lincoln, 
Nebr. 

Claunch, W. W., Temple, Texas, Car Re- 
pairer G. C. & S. F. Ry. Co., Temple, Tex. 

W., Brocton, Mass. 

Residence Dr. King, Akron, 


Corcoran, Charles 
Auto Driver. 
Ohio. 

Collins, J. M., Shreveport, La. 

Conrad, Louis Allan, Boston, Mass. In Se- 

Bond Business. 

Content, E. J., 602 E. Ave. A., Temple, Tex. 


Ry. Mail Clerk, Temple, Texas. 


curities. 


Conyers, O. G., 312 Napier Ave., Macon, Ga. 
Worked Crescent Hoop Co. 

Cook, Adolph, 1643 Q. St., Lincoln, Nebr. 

Cooke, Mrs. Leila, City Hospital, Little Rock. 
Trained Nurse. 

Cooper, H. H., Ashland, Ohio. Salesman Mc- 
Elrath Rubber Co., Ravenna, Ohio. 

Cooper, Myron, 100 Grisweld Street, Detroit, 
Mich. 

Coury, Karem, 800 Bowry St., Akron, Ohio. 
Pool Room & Restaurant. 

Coy, William N., 457 Evers Ave., Akron, 
Ohio. Last address 1247 E. 79th St., Cleve- 
land, Ohio. Foreman N. O. T. & L. Co. 

Crabtree, Vernon H., Memphis, Tenn. 

Cronin, Wm. J., 1002 Rose St., Lincoln, Nebr. 

Crowe, T. A., Jr., 305 W. Wood St., De- 
catur, Ill. 

Crowder, Mrs. Lavonia, Victoria, Va. 

Cunningham, Harry, Park Avenue, Green- 
ville, S. Carolina. 

Curtis, J. 
stood to be in Mississippi. 

58 Park Terrace, West 

Supposed to have moved 

either Philadelphia or 


E., San Antonio, Texas. Under- 
Dantes, Dr. James. 
Orange, N. J. 
to Pennsylvania, 


Pittsburgh. 

Davis, Cummins. Restaurant Employee. 
Formerly Kimball, S$. D. Somewhere in 
Illinois. 

Davis, John W., 675 Rider Ave., Akron, O. 
Salesman. 


Diamond, Albert, 

Dockins, E., 1623 
Railroad Engr., with Terminal Assn. 
father lives in Greenville, Ky. 

Doerdelmann, Albert. 3504 Washington 
Ave,. St. Louis, Mo. 

Dooley, F. F., Mutual Auto Co., Northfield, 
Minn. Auto Salesman. 

Duell, Jno., Alexandria, La. 
Worked for Kerr Glass Co. 

Durio, J. E., 8013 Green St., New Orleans, 
La. 


1711 N. St., Lincoln, Nebr. 
S. 18th St., St. Louis, Mo. 
His 


Flint, Mich. 





ee 


Dwyer, T. D., Alexandria, La. Dept. Co. 
lector, U. S. Int. Revenue. 

Ellis, James H., Foreman, Ark. 
Store. 

Ellis, W. C., Nashville, Tennessee. 

Errett, C. G., Lake Chetah, Wis. Traveling 
Salesman. 

Evans, Mrs. Maude, 1040 Q., or 323 So. 20th 
St., Lincoln, Nebr. 

Farley, J. E.. Wynona, Okla. 
have gone to California. 


General 


Supposed to 


Farrell, Geo., 1910 Harrison Ave., Chicago, 
Ill. Residence 798 S. Main St., Akron, 0, 

Fiske, Margaret, Des Moines, Ia. Solicitor 
for News Paper, supposed to be in §¢ 
Louis. 

Fletcher, V. H., Little Rock, Auto Designer, 
Supposed to have gone to Detroit. 

Flonde, Joe, 860 Chalker St., Akron, Ohio, 
Shoe Repairer. Said to be in Italy. 

Flynn, J. J., 146 Ivanhoe Ave., Detroit, Mich, 
Construction work. Residence 237 E. Main 
St., Kent, Ohio. 

Forrister, E. C., 655 Ontario St., Minneapolis, 
Minn. Sign Painter. Road Signs. 

French, John E., Wichita, Kansas. 
Motor Car Co. 

Freudenhein, Morris, 
Detroit, Mich. 

Fuller, Burt, 19442 W. Exchange St., Akron, 
Ohio. 

Gemmill, Mrs. W. Hugh, 2520 Maryland 
Ave., Baltimore, Md. 

Gibbons, William, Colorado 
Pueblo, Colo. 

Gifford, F. L., Cor. Walton & Arlington Sts, 
Akron, Ohio. 

Gilgus, C. E., 
Ohio. 

Glenn, E. A., 311 Whitefield Bldg., Pitts- 
burgh, Pa. 

Glenn, Mrs. Hulst, Lenman Apts., Washing- 
ton, D. C. 

Goldson, D. T., Denver, Colo. Shoe Clerk. 
Goodier, C. J., #9 Gibbs St., Brooklyn, \. 
Y. Supposed to be Electrical Engineer. 
Said to be in 
Residence 430 


Jones 


102 Stimpson Place, 


Supply Co, 


Dyeing and Cleaning. 
2270 Rosedale Court, Akron, 


Goodman, Ben, Detroit, Mich. 
California. Salesman. 
Wooster Ave., Akron, Ohio. 

Gray, Maurice E. Salesman. 
Arch St., Akron, Ohio. 

Griffith, G. B., 2020 Valley St., Omaha, Nebr. 

Griffith, Harry M., P. O. Box 425, Youngs 
town, Ohio. 

Grigsby, G. 


Residence 52+ 


G., St. Louis, Formerly of 
Quincy, Illinois. 

Ham, M. T., 2848 O. St., Lincoln, Nebr. 

Hamel, Mr. & Mrs. G. H., 2424 Belleview. 
Maplewood, Mo., or 123 Madison Ave. 
Chicago, Illinois. 

Hanna, J. R., 1110 E. 8th St., Kansas City, 
Mo. 

Hanson, F. L., Colorado Springs, Colo. Te 
& Coffee Co. 

Harris, Mrs. J. N., 1702 N. Calhoun St, 
Baltimore, Md. Last address we have 5%! 
Douglas St., Los Angeles, Cal. 

Harris, Mrs. B., Room 9028 Hotel Pennsy!- 
vania, N. Y. Now believed to be in De 
troit, Mich. 
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Hart, W. E., Little Rock, Ark. Reporter. 

Hayden, Mrs. R. R., 1207 4th Ave., Rock Is- 
land, Iowa. 

Hess, C. R., 426 Washington Ave., or 213-14 
Gay Bldg., Madison, Wisconsin. District 
Mgr. for the Aetna Life Ins. Co., at Hart- 
ford. Supposed to be living in New York. 

Hill, Fred, Dundalk, Md. Tin Mill Worker. 

Hinton, D., Chopin, La. Worked for Chopin 
Lbr. Co. 

Hollingsworth, Walter A., 410 S. 13th St., 
Lincoln, Nebr. 

Honberger, A. C., Fraser, Colo. 

Hooper, Hosea, Denton, Texas. Goodyear 
T. & R. Co. Residence 1822 Goodyear 
Ave, Akron, Ohio. 


Horn, Theo. B., 637 E. 15th St., Davenport, 


Iowa. Held county office. Deputy. 
Horwitz, B., 3412 E. 61st Str., Cleveland, 
Ohio. 


Houser, O. G., 805 Home & S. & L. Bldg., 
Youngstown, Ohio. Decorator, Ohio Bldg. 
Huckleberry, Benj., Fremont, Nebr. 

Hutchinson, O. S., 1543 Holly St., Alexandria, 
La. 
Jackson, 
name Mrs. Jimmie King. 

C., 2312 Market St., St. Louis, 


Miss Norma, Many, Ia. Married 


Johnson, J. 


Mo. 
Jeffries, Lloyd, 190 E. Market St., Akron, 
Ohio. Bill Boane Magazines. 


Kemmert, E. E., 4209 Euclid Ave., Cleveland, 
Ohio. Erie Tire and Rubber Co. 

Kerr, Miss Edith, 422 Laurel Ave., St. Louis, 
Mo. St. Louis Art League, 3858 West- 
minster Place. 

Kincaid, Ed., Salesman Alexandria Broker- 
age Co., Oklahoma City. Probably Kansas 
City, Mo., or Fort Smith, Arkansas. 

Kingsland, Mrs. A. H., 305 W. 92 St., New 
York City. 


Knickerbocker, Myron S., 437 Post Ave., 
Rochester, N. Y. 
Knieff, C. A.. Temple, Texas. Fireman G. 


C.& S. F. Ry., Temple, Texas. 

Kreitz, F. V., 1130 S. 14th St., Lincoln, Nebr. 

Kuehl, Lud. T., 5258 Page Ave., St. Louis, 
Mo. Later New York City, clo Martin J. 
Gillen, 120 Broadway. 

Kuyper, R. A., 1327 S. St., Lincoln, Nebr. 

Ladd, Bobb, Rawlings Agnew & Lang Bldg., 
Youngstown, Ohio. Salesman. 

Laiken, Meyer, St. Louis, Mo. Ladies’ Dress- 
maker. Now said to be in same line in 
New York City. 
lanier, Mrs. Bertha, Independence, La. 
Husband worked for St. Ry. 
leary, H. E., Alliance, Ohio. Telegraph 
Operator. Residence N. 26th St., Kenmore, 
Ohio. 

Lebsock, Henry J., 31 and Holdrege St., Lin- 
coln, Nebr. 
leeds, E. S., 77814 Amherst St., Akron, Ohio. 
Music Teacher. 

lemoine, Mrs. H. O 
Alexandria, La. 
Blanche. 


Liston, F. B,. Laramie, Wyo. 


+ 1505 Gould Ave., 


Worked for Maison- 


Little, Don, Menasha, Wisc. Formerly con- 
nected with the Commercial Publicity Co. 
of Menasha. Now understood to be in 
Seattle. 

Lloyd, W. E., 366 Cypress St., Akron, Ohio. 
Dentist. Said to be in Minnesota. 

Lloyd, Elmer, Elkins, W. Va. 
Akron, Ohio. 

Long, W. W., Mr. and Mrs., 648 Jefferson 
Ave., and 1398 Poplar Ave., 
Tennessee. 
ing, Ark. 


Formerly 


Memphis, 
Later moving to Peters Land- 


Lonzo, Joseph, 21942 Summer Street, Worces- 
ter, Mass. 

LoPresto, Gaetano, 120 Lloyd Street, Balti- 
more, Md. Now residing in New York, 
somewhere on 106 or 107th Street between 
lst and 2nd Avenues. 

Lucas, J. D. Formerly Lucas Motor Co., 
Waco, Texas. 

Lyons, Harvey, 2729 Holdgege St., Lincoln, 
Nebr. 

Manderhoch, M. A., 748 Hazel St., Akron, 
Ohio. Ex-soldier. 

Manunda, T. J., 289 S. California Street. 
Connected with the Tennessee Beverage 
Co. Last report of him was that he had 
gone to San Antonio, Tex. 

Marnell, Francis F., 3539 Wayne Ave., Kan- 
sas City, Mo. 

Martin, Leroy, 1344 D. St., Lincoln, Nebr. 

Martin, Martin, 310 Grove Ave., Detroit, 
Mich. 

Mastin, George, Janitor at State University 
in 1919, Lincoln, Nebr. 


Mass, L. N., Onawa, Iowa. Retail Sales- 
man. 
Mate, Thos. E., 255 E. lowa, Memphis, Tenn. 


Formerly Emp. Morrell Packing Co. Pos- 
sibly in California. ; 
McCullough, E. E., Marshall, Texas. Au- 
ditor T. & P. Ry. 

McDermed, C. G. With Telephone Co., Lin- 
coln, Nebr. 

McDonald, Geo. R., 235 Decatur, Memphis, 
Tenn. 


Telegraph Operator. May be in 


New Orleans. 


McDonald, Sam, cio Shelby Biscuit Co. Lit- 
tle Rock, also Memphis, Tenn. 
McFillen, P. H., Lincoln, Nebr. With 


Panors Shoe Co. 

McGee, H. C., or H. E. 
sas City. 

McKay, Mrs. E. S., 
City. 

McKee, Frank, Memphis; Tenn. Formerly 
Lineman for the Electric Light Co. of 
Memphis. 

McLaughlin, Mrs. W. W., 697 Chelsea and 


St. Louis and Kan- 


Murray Hill Hotel, N. Y. 


1036 New York St., Memphis, Tenn. 
Stenographer. 
McLennon, R. M., Little Rock, Ark. Oil 
Leases. 


McSorley, J. B., 267 E. 45th Street, Portland, 
Oregon. 

McDonald, Mrs. Della or Reeves, 249 Vance, 

Memphis. Waitress. 

Meadows, Mrs. L. H., New Orleans, La. 


Merrill, Wm. C., 304 Security Bldg., or Med- 
ford Hotel, Milwaukee, Wisc. 
to be in Texas. 


Now said 


Miller, James, Lombardy Apts. 
Md. 


Mims, Harvy B., 58 E. 94th Street, N. Y. 
City. Formerly Captain U. S. M. C. 

Minter, Mrs. Anna L., Clark Building, Lynch- 
burg, Va. Formerly of Roanoke & Lynch- 

Engaged in Manicuring and 
Hair Dressing Business. 

Mitchell, T., 311 S. 9th St., Lincoln, Nebr. 

Montgomery, Mrs. A., 2539 S. 67th St. 
Philadelphia. Saleslady. Residence 175 
E. Market St., Akron, Ohio. 

Morgan, Mrs. William, 1128 Wilbur Ave., 
Akron, Ohio. 
Ohio. 

Morse, Miss Pellena F., Alexandria, Va. 

Norton, Mrs. Katherine A., 2703 Fifth Ave., 
Pittsburgh, Pa. More recently 600 W. 
133d St., New York. Millinery buyer for- 
merly connected with the 
Millinery Co., Chicago, Ill. 

Nabors, W. H., Little Rock. 

Nash, Mr. and Mrs. T. S., 
Drive, Glendale, Calif. 
Selig Poloscope Co. 


Baltimore, 


burg, Va. 


Said to be in Youngstown, 


Consolidated 


Office Clerk. 
1233. Dorothy 

Vice President of 

Newburn, T. D., clo Ensign Transfer Co., 
Lincoln, Nebr. 

Newby, R. W., 1216 K. St., Lincoln, Nebr., 
and Malvern, Iowa. 

Nickel, Leo W., 516 West 184th Street, New 
York City. 

Nicola, Thos. A., 713 8th Ave., Akron, Ohio., 
and Oklahoma. Real Estate. 

Luckie, Fulton, S$. America. 
Guy Falls, Ohio. 

Maher, Vincent P., 705 Snyder St., Akron, 
Ohio. Restaurant Man. 

Martin, Clarence E., Cyril Terrace, Akron, 
Ohio. Real Estate. 

Meyers, Paul, Youngstown, Ohio. 
Agent, Metropolitan. 


Chief Cierk 


Insurance 


Noyes, Miss Virginia, Menomonie, Wisconsin. 

Peebles, Chas. W., 598 Jackson Ave., Mem- 
phis, Tenn. 

O’Sullivan, Mrs. F. A., 
Natchitoches, La. 

Ogden, Lawrence, 133 E. Chestnut, Akron, 
Ohio. Porter. 

Patterson, Billy, 222 Washington and Mem- 
phis. 


Lacompte Hotel, 


Scene Painter. He is 

in Paragould, Ark., and Wood- 
ward, Okla. 

Pearson, R. O., 837 21st Street, Rock Island, 
Ill. Employed at Gordon Van Tine Co., 
Davenport, Iowa. 

Poindexter, Walter, 655 Phelan, Memphis, 
Tenn. 


Theatrical 
known 


Barber. Supposed to be in Cham- 
paign, IIl. 

Poulos, Mrs. Lillian, 284 S. Second Street, 
Memphis. Waitress. 

Potter, William S., 115 Washington Ave., 
Newark, N. J. 
Vermont. 

Parsells, Grant, 801 K. St., Lincoln, Nebr. 

Pollock, Mrs. B. A., 615 Lee Ave., Lynch- 
burg, Va. 


Supposed to have gone to 
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Newman, E. C., 1314 Driver, Memphis, 
Tenn. Painter. May be in New Orleans. 

Olsen, Al, 340 N. Fairview, St. Paul, Minn. 
Traveling Salesman. 

Parks, V. A., 309 N. Chatworth, St. Paul, 
Minn. 

Pierce, Leona, 622 W. Liberty St., Louisville, 
Ky. Formerly ran restaurant and rooming 
house in Memphis. 

Porter, H. O., Nowata, Okla. 

Quick, Inez, 363 Poplar, Memphis, Tenn. 
Waitress. 

Palsbo, Arthur P., Akron, Ohio. 
Firestone Farm. 

Pobe, John P., New Brunswick, N. J. Rub- 
ber Worker, 368 Crosier, Akron, Ohio. 
Paul, R. W., 211 Medford Blidg,. Akron, 

Ohio. Architect. 

Rankin, Gladys, or Cook, Memphis, Tenn. 

Waitress. 


Laborer, 


Rice, Jerome H., 478 Peterboro Ave., Detroit, 
Mich. 


Reed, C. E., Alexandria, La. Public Health 


Service. 

Rhodes, H. Howard, 55 Lenox Ave., Oneida, 
N. Y. Machinist. 

Rockhold, Miss Sarah, 148 E. Main St., 


Ravenna, Ohio. Parkersburg, W. Va. 
Rickenbach, Robert P., Hyde Park, Reading, 


Pa. Rubber Worker, Excelsior Ave. Ak- 
ron, Ohio. 
Roose, Mrs. Mabel, Cleveland, Ohio.  Ste- 


nographer, 419 Cypress St., Akron, Ohio. 

Riley, F. L., 40th & Randolph St., Lincoln, 
Nebr. 

Rodgers, Paul P., Waco, Texas and from 
that place 
Telegraph Operator. 

Reid, Mrs. A. M., 817 Castro Street, San 
Francisco, California. Widow. 
posed to be employed by Ford Automobile 
Co., San Francisco. 


moved to Hillsboro, Texas. 


Son sup- 


Rhodes, Miss Bertha, 830 North Howard 
Street, Baltimore, Md. Supposed to be in 
New York. 


Herman, Rose, Cleveland, Miss. 

Rayson, C. A., Route 1, Montevedio, Minn., 
Traveled for American Can Co., Chicago, 
Illinois. 

Rubin or Rubinette, A., 246 W. Exchange St., 
Akron, Ohio. Union Electric Co. 

Sands, A. R., 1132 N. St., Lincoln, Nebr. 

Scott, W. B., Fargo, N. D. Traveling Sales- 
man. 

Schlotman, Geo. J., 7332 Gratiot Ave., De- 
troit, Mich. Thought to be in the used car 
business in Kansas City. 

Schultz, Geo. L., Richmond, 
Man. 

Scurci, Tony, Jenette, Pa. Rubber Worker, 
28 Charles St., Akron, Ohio. 

Schweir, Otto, 907 Rayburn, Memphis, Tenn. 
Machinist I. C. Shops. 


Ind. Traffic 


Saymour, R. A., Wyandotte, Okla. Supposed 
to be in Iowa. 
Sherbert, Ben., Memphis, Tenn. Stone Cut- 


ter and Marble Worker. 
Shirley, L. E., Bannister, La. 





Sigfried, John W. Waukeegan, Ill. Sales- 


man. 

Simmons, G. M., 815 6th St., Alexandria, La. 

Stapp, R. E., 353 Central Ave., Rochester, 
mT. 

Stewart, Johnny, 1007 Volentine, Memphis, 
Tenn. Supposed to be in Chicago, IIl. 
Storton, F. C., Evansville, Ind. Connected 
with the Moseman Lbr. Co., of Blytheville, 

Ark. 
Stover, W. H., Ranger, Texas. 
ton Rings, in St. Louis. 


Mfr. of Pis- 


Stucky, Miss America, Boyce, La. 

Summers, R. D., 109 Chestnut Ave., Long 
Beach, Calif. 

Smith, Jay Mosely, 1309 17th Street, N. W. 
Washington, D. C. 

Smith, Geo., 59 Lemon Ave., Salt Lake City, 
Utah. Worked for Transfer Co. 

Stevens, Hebert, 120 Henery St., Detroit, 
Mich. Shoe Salesman, 340 Earl St., Akron, 
Ohio. 

Staransky, Agnes, 1424 P. Street, Lincoln, 
Nebr. 

Taylor, Chas. R., 197 Adams, Memphis, 
Tenn. Oil salesman and Piano salesman. 

Teichert, G. H., Detroit, Mich. 
585 Vesper St., Akron, Ohio. 

Mrs. Phyllis, Alexandria, La. 
Nurse U. S. Public Health Service. 

Thompson, W. A., 1132 N St., Lincoln, Nebr. 

Thorpe, Ruth, Memphis, Tenn. Waitress. 

Thorpe, Bessie. Memphis, Tenn. Waitress 

Tiffany, Lucille, 503 Linden, Memphis, Tenn 
Employed by American Express Co., 560 
Lake, Chicago, IIl. 

Tolbert, J. J., Alexandria, La. Pineville, La. 
Barber, Saul’s Barber Shop, Alexandria, 
La. 

Treadway, Geo. C., 1806 E. Lombard St., 
Baltimore, Md. Tin Mill Worker. 
posed to be in W. Va. 

Turner, Miss Ethel, Oklahoma and Cleve- 
land, Office Goodrich, 31 Vesper St., Ak- 
ron, Ohio. 


Electrician, 


Tennyson, 


Sup- 


Turner, C. Brick- 
layer. 

Tuttle, M. T., 136 Summer St., Akron, Ohio. 
Policeman. 

Tyler, Miss Ida, Bentley Hotel, Alexandria, 
La. 

Ungerleider, Louis, Oklahoma and Cleve- 
land. Liquor Business, 44 N. Maple St., 
Akron, Ohio. 

Ulrici, H. H., Baltimore Bldg., Memphis, 
Tenn. 

Ure, C. B., 2367 Overton Park Ave., Mem- 
phis, Tenn. 

Van Kuren, P. O., Murphy O’Brien Auto Co., 
Omaha, Nebr. Auto Salesman. 

Vanscoy, Mrs. Joe E.. Memphis, Tenn. For- 
merly Mrs. Jesse Mills Richer of Memphis. 
Understand that she moved to some point 
in Canada. 

Van Winkle, Miss Charity, 1415 N St., Lin- 
coln, Nebr. 

Ventress, Miss Lottie, Natchez, Miss. Nurse. 


M., Little Rock, Ark. 


The Credit . Work 


ts 





Vial, E. O., 36 Lake View Ave., Pinevilk | 
La. Shoe Salesman Simon Bros. 

Victor, Nick, 1340 Lakeside Ave., Akron 
Ohio. Restaurant Cook. 

Vinyard, Hazel, 378 S. Main, Memphis 
Tenn. May be working as ready-to-we;, 
saleslady. Once reported to have gone 
Vicksburg, Miss. 

Walper, Paul R., Formerly Cost Clerk Blap. 
ton Co. Said to be living in Louisiana o; 
California. 

Walsh, J. R., Worthington, Minn. 

Wand, H. L., 233 S. 11th St., Lincoln, Neb; 

Weed, Julian H., Jamestown, N. Y. (3, 
penter. 





a 


Wetzel, Joe. Formerly Kimball, §, p 
Somewhere in Iowa. Section Labore; 
Railroad. 

Whisenant, T. H., Temple, Tex. Employed 


by G. C. & S. F. Ry., Temple, Texas. 

White, Edw. Frank, Wife, Grace, Rockford 
Illinois. These people formerly lived her 
in Rockford, Il. 

White, F. G., 6212 Linwood Ave., Cleveland 
Ohio. Mgr. Jewel Tea Co., Akron, Ohi 
White, Ella, 940 N. 15th St., Lincoln, Neb: 

Wiener, Miss May, 902 Bye St., Akron, Ohi 

Will, Mrs. Vera, 608 Volentine, Memphis 
Tenn. Husband a section hand on H.R 
& N. R. R. at Heth, Ark. 

Wilcox, Clifford, Buffalo & Sussex, Wyoming 

William, Frank, 4424 Delmar, formerly 170 
N. Taylor, St. Louis, Mo. 
Locksmith in St. Louis. 

Williams, Fred H., 268 Alexander St., Roch- 
ester, N. Y. 

Wilson, G. G., Schultz Auto Supply ( 
Sioux City, Iowa. Auto Repair Man. 
Wilson, O. R., 310% S. Main, Memphis 
Tenn. S. Protective Agency 
Left for Kansas City, also was in St. Louis 
Wilson, R. E., 424 Wheelock Ave., Alexan- 
dria, La. Worked Missouri Pac. Ry. ( 
Winchester, M. D., 50 E. Canfield St. De- 
troit, Mich. Rubber Worker, Machinist. 
Walker, Jason, Jr., 318 No. Cleveland Ave 

Hutchinson, Kansas. 

Wisdom, B. H., 4931 Crutcher St., Dallas 

Texas. 


Employed asa 





Prop. U. 


Formerly an ex-banker, and later 
connected with oil companies. 

Wise, W. J., Alexandria, La. 

Wood, James K., 403 S. Main St., Akron 
Ohio. Rubber Worker, Former Kenmort 
Policeman. 

Wooten, C. J., 41444 19th St., Birmingham 
Ala. 

Wolf, H. O., 4307 M St., Lincoln, Nebr. 

Wright, W. F., California, Electrician. 

Zarbaugh, Ray, 1136 L St., Lincoln, Nebr. 

Zeitler, Mrs. Edith, 720 E. 37th Street 
Savannah, Ga. Wadsworth, Ohio. 

Zepp, Mrs. G. E., #4 Belmar Avenue, Balt:- 












more, Md. 

Ziroli, Sylvester A., 3107 W. 14th Street 
11823 Buckingham Ave. Also 1916 E. 7% 
Street, Cleveland, Ohio. Clerk at Stont 
Drug Co. 
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Order from 
National Office 


“=I! Get a Membership Sign! 


Every member should have one of these handsome signs 


hanging in a conspicuous place in his office where cus- 
tomers will see it. 


They are in gold and black on cream-colored celluloid 


with metal back, and will not tarnish. The cost is 
only fifty cents. 


THIS STYLE FOR INDIVIDUALS NOT MEMBERS OF 
A LOCAL ASSOCIATION 







N 
ASS 











| ASSOCIATION 
| ASSOCIATION OF THIS CITY 
| 



































A Red Transparent Signal inserted over the 
name indicates that the customer has previously 
been on the company’s books as a charge, but thru 
failure to pay, his account has become worthless. 








A Green Transparent Signal indicates that the 
account should be referred to the Credit Manager 
before Authorization. 








A Blue Transparent Signal indicates that the 
credit limit of this account has been reached and no 
further authorization is possible without special 
permission from the credit manager. 











An Orange Transparent Signal indicates that 
this is an especially preferential account and it is 
customary for the credit manager to write a per- 
sonal ietter of thanks for the patronage. 








Yellow | 





A Yellow Transparent Signal indicates a de- 
linquent account upon which special collection 
methods should be used. 





Saving Thousands by Signals 


HEN a customer comes into your store and charges certain purchases—are you 
certain that his account is good for the amount? Do you keep the customer 
waiting, perhaps fifteen minutes, while his account is being checked—or can your credit 
department, within five seconds after the charge has been referred, give a “‘yes’’ or “no” 
decision on this customer and thus prevent embarrassment to him? 
With RAND Visible Index or Record Equipment, a simple signal system shown 
above will save your store thousands of dollars, for with RAND 
—Credit cannot be extended to delinquent customers. 
—Credit is instantly extended to customers of good standing. 
—A reputation for prompt and efficient credit service is built up 
which automatically increases your business. 


The benefit of our years of experience in solving the credit record problems of 
others is yours for the asking and without obligation. Give us an idea of how you are 
now handling this important work and we will give you full information. 


RAND COMPANY, INC., Dept. 1-x, North Tonawanda, N. Y. 


Branches in 52 principal cities 


Business Control Thru 


VISIBLE RECORDS '\ 


YOU PUT YOUR FINGER ON IT 
INSTANTLY—BECAUSE YOU SEE IT 























